




















Illustrated: 
Youngstown Kitchens’ Diana Line Cabinets 
with Formica Tops. Layout by Family Circle 


FORMICA males News in the Package Kitchen 


Formica won its place in hearts of your home buying prospects largely through the 
work of local or regional kitchen top fabricators. These good customers of ours and 
suppliers of yours will always play an important part in the sale of new homes. 


Recent engineering advances that make possible the application of Formica to metal 
have now made Formica available as original equipment direct from the largest na- 
tionally advertised steel cabinet manufacturers. 


Today if your kitchens are customized or standardized from wood or from steel, 
Formica, the most powerful brand name in the kitchen, can work for you. 


Your customers and prospects by the tens of millions are seeing colorful Formica 
advertising in leading national magazines. 


They are being told to— 


DEMAND THIS CERTIFICATION 








a x ¢ : tT [ cx THE FORMICA COMPANY 


REMOVE WITH SOAP wanes | : Boi , : 
ge by) Pays in Performance 4559 Spring Grove Ave., Cincinnati 32, Ohio 

— Hy Good Housekeeping ai 

Seeing is believing. If this wash-off identification Se sme = in Canada: Arnold Banfield & Co., Ltd. Oakville, Ontario 


is not on the surface, it’s not FORMICA, 
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BUILT-IN CONDUIT 


Telephone service is so much a part of modern living. 
To make sure that it is available in the right places 
(bedroom, kitchen, den and hall) —and that 
the telephone wires are concealed — 


have telephone conduits built in during construction. 


Your Bell Telephone Company will be glad to help Veo work out econonile al 


conduit installations. Just call your nearest Business Offce. 


BELL TELEPHONE SYSTEM 
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property managers, and real estate brokers, 
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You Can Make News 

; ny Scymour Maikin ..... @ Among Ourselves . 
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THE JOURNAL REPORTS 
Ven tne 


Mortgage Credit “Easy” Except in Small Cities 


Home loan funds are generally plentiful across the On conventional loans, three or four communities 
nation and at reasonable interest rates. But the find funds in ample supply, while only 2% report 
mortgage lending picture is still tight in many small — such loan money tight. Rate on conventional loans is 
communities. So says a market survey made by the — at 5% in half the areas of the country, slightly higher 
realtors’ mortgage council. Here’s a breakdown by — than earlier this year, and a 414% rate is available 
size of city in some communities 

il FH A-insured V A-guaranteed 
Population oan funds loan funds Warns That Soft Market Can End 
Less than 


» are Oliver Walker, realtors’ mortgage council chan 
25.000 Pight im 13°% Pight in 20% 


man, says the money market easing reflects the record 
level of savings available for investment. But he cau 
tions against expecting such good credit conditions to 
continue indefinitely, Several signs point toa taper 


25,000 to Tight in 10% ; Fight in 16% ; 
90,000 in ample or in ample or 

moderate supply moderate supply 

OHO oO ng. 
in 9O%, in 84% : ‘ . 
Life insurance companies and savings banks have 

50,000 Practically all report both types in just hit an all-time high in future commitments, Say 
and up ample or moderate supply only a ings could decline and curtail some of this loan source 

handful report such loan money tight These large future commitments, plus other invest 
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‘ “gpartanburd : 


Hetpoial House of the 50’s 


100,000 Attracted To Home Offering Hotpoint All-Electric Living 


D......: and buile by the skillful Ozdowski Brothers in South Carolina’s beautiful Huntington 
this Hotpoint House of the 50's bids for a spot among the modern show places 


Woods near Spartanburg 
as well as from Spartanburg and the Piedmont 


of the South. More than 100,000 visitors from several state 
section, were treated to an inspiring experience in witnessing all the labor-saving conveniences offered through 
Hotpoint modern electrical living 

| 


Fully equipped with Hotpoint Electric Appliances, not only in the kitchen and laundry area, but also 
{UIP} } 


offering a Hotpoint Customline Range Ensemble and Hotpoint Super-Stor 
Refrigerator for the Family Room on the terrace level, here is the modern 
homemaker's dream come true. The Ozdowskis know the real desires 


of those considering the purchase of a new home 


But the Ozdowskis are not alone in this respect. All over America, builders 


who are creating excitement in and quick desire for ownership of their homes 
are including Hotpoint Electric Kitchens and Home Laundries 
They are capitalizing on the quality reputation Hotpoint has established 
through the years. The known quality of Hotpoint spe ak 
for the quality expectancy of the homes 
in which Hotpoint Appliances are 
installed. Better builders are taking 
advantage of this fact 





Whether you build modest homes or 


stately mansions, a Hotpoint Kitchen 
{ | { } 
4 , \ ! ) as desirab 
@ Efficiency room just off the 4 , Laundry will make one a irably 
breakfast room is equipped * mode rm as the other Check with 
with a Hotpoint Automatic _ | | 
Weller Sever, Gates bas Hotpoint’s Builder Department and 
dD F F j 
Gna De Lake THOS Veaneer , let them figure with you on your 
@ The oll-electric kitchen that next projec t 
stopped traffic during ‘open 
house’ is equipped with a Hot 
point Automatic Electric Range, 
Avtomatic Dishwasher and 
Super-Stor Refrigerator 
Freezer. 
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RANGES * REFRIGERATORS + DISHWASHERS * DISPOSALLS” * WATER HEATERS * FOOD FREEZERS * AUTOMATIC WASHERS * CLOTHES DRYERS DEHUMIDIFIERS * CABINETS 


HOTPOINT CO. (A Division of General Electric Company) 5600 West Taylor Street, Chicago 44, Illinois 
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NOT THIS —— BUT THIS! 
WITH THE AMAZING NEW 


KEY LOKBOX 


MOST USEFUL AND TIME SAVING DEVICE EVER OFFERED 
Permits 50% more time for actual Selling, Showing and Listing 
@ Only one key needed te every listing in any co- 
operative group whether there be 10 or 10,000. 


@ Eliminates going after and returning key to listing 
office. 


@ Eliminates duplicate keys and key boards. 


Ideal for all Sales, Rentals, Property Management, Builders, Sub- 
dividers, Architects, etc 


Perfect for any listing whether 
Furnished, Occupied, or Vacant. 


Non-duplicating keys 
furnished 
Pilfer — Tamper Proof 


May be used on doors or 
windows — front or rear 


EXCLUSIVE DISTRIBUTOR 


MOORLEE DISPLAY ADVERTISING 


239 No Robertson Blvd Is. Calif 


ment indicators, could have an adverse effect on the 
loan market some 90 days hence. he says 

Walker hopes the Voluntary Home Mortgage Cred 
it program and the Federal National Mortgage Asso 
ciation, provided in the new housing law. will make 
mortgage money more readily available in smaller 
communities and on easier terms 


September Building Pace Still Brisk 


Nonfirm housing starts advanced in September to 
114.000, contrary to usual seasonal trends. The num 
ber of new nonfarm dwelling units started to 3% 
above the August figure; it exceeds September 1953 
volume by 20%, making last month the second best 
September on record, according to preliminary esti 
mates of the Bureau of Labor Statistics. 

Private housing starts, alone, stand at 111,900. On 
a seasonally adjusted annual rate, this represents 1, 
232,000 starts. This annual rate is greater than for 
any month since January 1951 

The strength of September housebuilding activity 
may be largely attributed to the liberalized mortgage 
loan provisions of the Housing Act of 1954, and to the 
ready availability of mortgage money on easy terms 
in most Communities 

During the first nine months of 1954, the numbe: 
of new dwelling units started totaled 906,500, about 
9% more than in January-September 1953 and above 

| the total for any comparable period except in 1950 
| The near-record volume thus far in 1954 was achieved 
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MOORLEE SILK SCREENED 
PROPERTY AND FOR SALE SIGNS 
LOOK BETTER ¢ LAST LONGER 


AND Brung Results 


Let us show you how the FINEST can be had for LESS 


A complete stock of REALTOR’S & BUILDER'S STOCK ITEMS on hand 


SOLID STEEL, ANCHORED, ANGLED, SIGN STAKES 


FREE DESCRIPTIVE FULL COLOR 
LITERATURE AND PRICES SENT 
AT ONCE 








MOORLEE DISPLAY ADVERTISING 


239 NORTH ROBERTSON BLVD BEVERLY WILLS, CALIF 
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despite the drop in public housing over the year, from 
32,6000 units to 17.100 units. 


News Notes From Capitol Hill 


@ Again industry is being called on to provide goy 
ernmental guidance. Fourteen prominent technical 
men in the home building field have been appointed 
as members of an FHA industry advisory committee 
'on architectural and technical standards. This should 
igo a long way toward modernizing FHA’s recogni 
| aon of quality in construction and design. 
| e@ HHEFA’s Al Cole says 16 regional subcommittees 
/are being formed and organizational meetings sched 

uled for the Voluntary Home Mortgage Credit pro 
| gram... anew government tool to help private lend 
|ers push mortgage funds into remote sections of the 
country 

@ Assistant Attorney General Warren Olney III 
says more than 600 alleged criminal matters stem 
ming from prior management of the FHA are cur 
rently under active investigation by the Department 
of Justice. He says 10 to 15 new cases are being re 
ferred to the criminal division each day. They're com 
ing from the FBI, the FHA and the Senate banking 

ommiuttee 

@ FHA Commissioner Mason says FHA will now 
use fee appraisers to help break the log jam of buyers’ 
applications for home mortgage insurance. Attribut 
ing the surge in applications to the new housing pro 
gram, Mason says the move is only temporary 

@ At the fall directors’ meeting of NAHB in New 
York City last month, Al Cole warned this may be 
private enterprise’s last chance to supply adequate 
housing to people who need it most. Government will 
give private industry every opportunity and aid to 
get the job done. But if it fails. public housing stands 
ready at the taxpayers’ expense. But, from other sec 
tions of the “Hill” come reports that public housing 
faces a survival battle in the next 





ession of Congress 
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1. The unusual flexibility of Mod- 2. Precision machinery doesn’t make 3. Smaller models can be roofed and 
ern Homes’ designs permits the builder- mistakes. It provides workmanship that locked up within 6 hours of delivery 
dealer to meet a wide range of local other methods can’t duplicate. Finest Money is saved in labor, waste, clean- 
preferences in homes. Exceptional, ex- materials and erection know-how mean up, and vandalism. Higher unit profit 
clusive features draw buyers in swarms. quality at popular prices. is possible with Moderns. 


hye 


| i 





i | 


4. Unique sales appeal goes with 5. Moderns are advertised nationally 6. The Modern Homes builder 
Modern Homes such as exclusive Power- to help local sales. Exciting, action- dealer receives compelling  point-of 
Glide power-operated windows . . . getting advertisements appear in Living, sale materials to help sell in his town 
sound conditioning throughout . . . first Better Homes and Gardens, Small Homes High-quality literature, displays, pho 
quality birch kitchens. Guide, Parents’, and Woman's Day. tos, signs, and promotions make sales 


For realtor and builder... 
MODERN HOMES are good business 


Association with a Modern Homes builder-dealer 
means sure volume profit for the realtor. And 
that goes double if you build the homes you sell. 

The big reasons? First, VOLUME. The Mod- 
ern Homes builder-dealer can complete up to 
three times as many homes a year on the same 
investment! 

And second, VALUE. Modern Homes methods 
require the use of better materials; architecture 
by a full-time design staff; features that would 
be either impossible or impossibly expensive 
using other building methods. 

These benefits, and the methods that make 

Pictured above is the new 1955 ‘“‘Windsor.” This is just one of them possible, are described with pictures above. 
a dozen buyer-attractive houses offered by Modern Homes. For additional facts, write today. Modern Homes 


High FHA and VA appraisals ofttimes meet the low selling Corporation, 14507 West Warren Avenue, Dear- 
price on these smartly designed and built Moderns. born, Michigan. 


motena 7 homes 


CORPORATION 
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Readers Attack 
Weak Points of 


New Housing Law 


Chief sore spots: Long delays in getting FHA 
appraisals. — FHA appraisals lower than selling 
price. — Seven-day waiting period for buyer to 


back out. “Easy Financing” is still a misnomer. 





Dear Sirs 

Every time [ read an article about the FHA or about the 
new housing law my blood pressure goes up. It’s about time 
the facts were made known. We need help to tell the people 
the truth and make known how rotten it is 

People read in the papers how the new housing law is mak 
ing possible low downpayments figures are published show 
ing low downpayments and monthly payments. Then they 
come to us and we have to tell them that what they read just 
isn’t so that as far as our community is concerned it’s just 
government propaganda. 

Let me give you one example 

In April of this year we signed a contract to build a house 
This home is a well-designed model of a leading prefabricated 
home manufacturer, size 24 x 44, with full concrete basement 

on 


and these extra features: 32” rear overhang, 3 line water 


system, water softener, concrete front and rear porches, ¥4" 
birch cabinets with 23’ linear footage in’ kitchen, outside 
brick chimney, gas furnace, lot 68’ frontage 130’ depth, all 
utilities gas, water, electric and sewer. Special wiring, such 
as mercury switches, to be installed by owner. Total price. 
$13.800 

The FHA appraisal is $11,800. The maximum loan is $9,450 
Phe downpayment is $4,350 

No builder in the United States can build this home and 
include this lot in an exclusive dwelling section and do it fer 
$11,800 even without any profit for himself, 

Of the six houses completed by us this year the appraised 
value was lower than the builder’s cost in every case 

If the FHA would come within even 10% of the selling 
price we would have no complaints, but to tell people in com 
munities like ours they can build good homes for $2000 to 
$2500 downpayment is pure nonsense 

Your table showing only $1450 down for a $13,000 house is 
just not true because in our area in order to secure an FHA 
appraisal of $13,000 we would have to build a $17,000 or 
$18,000 house 

The best FHA appraisal we have had allowed us the mag 
nificent profit of 10% and we had to sell the lot at our 
cost, not figuring any allowance for state gross sales tax, our 
time in developing the tract, or any allowance for financing 
the construction 

Regardless how liberal the housing law is made it is no 
value to the builder or the people living in small towns until 
a good plan for FHA appraisals can be developed 

What we need is a complete revision of the FHA organiza 
tion personnel who know what they’re doing and qualified 
appraisers 

Until that is done the so-called liberal housing laws that 
are passed come under the heading of just so much govern 
ment propaganda 

Anrvuur D. Surties, Jr. 
Decatur, Indiana 


Eprror’s Nore: One sore spot the seven-day 
period for buyers to back out after the FHA appraisal 
is made — has been soothed somewhat. Now buyers 
can “change their minds” only if the appraisal is be 
low the selling price. But such salve has no effect on 
the low-appraisal and long-delay sore spots. The 
stuill hurt. 





Dear Sirs 

I am forwarding herewith a copy of a letter which I sent 
to Mr. Albert Cole, Administrator of the Housing and Home 
Finance Agency, outlining some of the troubles we are having 
under the present FHA regulations 

The matter about which I wrote Mr. Cole has to do specific 
ally with the delay in obtaining necessary appraisals. There 
are two other matters which I believe to be more damaging in 
the regulations. One is the provision for furnishing a copy of 
the FHA appraisal to the purchaser. The other is the option of 
the purchaser to refuse to execute a completion of a contract 
if he is not favorably impressed with the appraisal 

This, in effect, creates two hazards to the present method of 
operation under FHA financing terms: 1) It takes somewhere 
in the neighborhood of three months to get an FHA appraisal; 
and 2), even after the appraisal is obtained the purchaser can 
still walk out on the deal if he is in any way dissatisfied with 
the appraisal. 

A similar letter to the one written to Mr. Cole was sent to 
the FHA administrator in Washington. | have received replies 
to neither letter 

Myers E. Baker 
Great Neck, Long Isand 








Dear Sirs 

The article on the new housing law in your September is 
sue is very interesting, but we were surprised there was no 
mention of one new item in the law which may cause con 
sternation in real estate circles within a few weeks. This is the 
stipulation that the builder or seller must make his contract 
with a provision that the buyer can be released without any 
recourse up to seven days after he has been told of the amount 
of the FHA appraisal 

A broker in St. Paul has 35 houses sold subject to this clause 
Furthermore, the local FHA office is closed, and it takes two 
or three weeks to get an FHA commitment so the appraisal 
amount can be revealed and the seven day period can begin 

A buyer having signed an earnest money centract may 
have to wait two or three months before knowing the amount 


(Please turn to page 14) 

















One building firm that really sells homes quickly is P. William Nathan, Inc., of 

Chestnut Hill Corners at Norwalk, Conn. They have included a kitchen which is organized down 
to the last step-saving detail. It is designed for modern-minded people. Naturally there's an 
Electric Range, so the homemaker can be modern... cook ELECTRICALLY! 


Who really sells homes quickly? 








Some builders not only “turn out’’ homes 
quickly, but ‘‘turn them over”’ the same way. 
They do it by offering what customers 

rant—including features like an Electric 
Range in the kitchen. 


Women know this type of range means 
economy and ease of operation, a clean 
kitchen as well as a cool one. Builders 
everywhere know that Electric Ranges help 
make all types of homes easier 


to sell, and help Max mooeen...4 na “ ; 

to make sales faster. ‘ / Builder P. William Nathan says, ‘‘Home buyers say they like our houses 

(ook Fectiaally because they're exactly the kind they would build for themselves. One item 
of equipment they like is the modern, automatic Electric Range. Best 


More ders every day are 


dininn proof of customer satisfaction is this—we sold 20 of our 56 houses in the 
nstalling A first 7 da IIlustrations courtesy of LIVING for Young Homemakers 
ELECTRIC 4;> 
RANGES ELECTRIC RANGE SECTION 


National Electrical Manufacturers Association 
155 East 44th Street, New York 17, N. Y. 


ADMIRAL + BENDIX « CROSLEY + DEEPFREEZE + FRIGIDAIRE « GENERAL ELECTRIC « HOTPOINT «+ NORGE 
KELVINATOR + MAGIC CHEF « MONARCH «+ PHILCO «+ STIGLITZ INFRA-AIRE + TAPPAN «+ WESTINGHOUSE 


NaTrIONAL REAL Estate AND BuILpING JourNaL — November, 1954 9 











There’s one way to be sure of what you’re 


getting when you buy plywood sheathing... 


LOOK FOR THIS DEPA 


Be safe—be sure! Insist on genuine DFPA trademarked sheathing, 
engineered to meet exacting structural requirements. 


When you buy grademarked, trademarked PLYSCORD, you're getting 
Strong, durable Douglas Fir plywood sheathing that’s quality-tested by 
DB) a van (CO 9140) ¢-1e an dal- mn OlUN\ 18 





“ DEPA: Douglas Fir Plywood Association is a 
non- profit industry organization devoted to product 
research, promotion, and quality maintenance. 


NEW: A handy slide rule giving thickness 

and nailing recommendations for Plyscord sheathing 
on various stud, joist and rafter spacings. Free. 
Write DFPA, Tacoma.2, Washington. 


at 
» 


















GENUINE 
DOUGLAS FIR PLYWOOD 


PLYSCORD 


INTERIOR TYPE GRADE C-D 


SH EATHING “4 














Handy Inquiry Form 

NATIONAL REAL ESTATE AND BUILDING JOURNAL 
427 Sixth Avenue S.E. 

Cedar Rapids, lowa 


I want to know more about the items checked below. 
Please see that complete information is sent to me with- 
out cost or obligation. 


Name 
Building or Firm 


Street 





For Quick Action 
Use the Journal 


Classified Section 











A place for everything — everything in place with 


For satper size 66¢ 7 / << 
Pt . x “12 ea aver 


Jr. Size FILE 


QC. ENVELOPES 
(in lots of 100) FOR REALTORS 


9? For rosy size 
files 


10 x 15 
Sr. Size 


10¢.... 


(in lots of 100) 
@ Progress of deal instantly visible 
e@ No hunting for mislaid papers 
e Nothing omitted — nothing neglected 
@ 125 check lines cover every item 
‘USED BY REALTORS IN 33 STATES AND CANADA” 


ne 


Special introductory Offer 


(Initial order only) 
EITHER $ 

2 SIZE 2 
Postpaid Anywhere 





Satisfaction or Money 
Back Guaranteed 
on any quantily 














Prices F.O.B. Royal Oak (except special introductory offer) 
We ship Railway Express collect unless otherwise requested 








= 


LINCOLN PRESS, 407 E. 4th St., Royal Oak, Mich. 
“De al Saver, Jr.’ at 9 cents cach 
‘Deal Saver, Sr.'’ at 10 cents each 
(Lots of 100 only please) 


Ship us 
Ship us 


. size at $2.00 (introductory offer) 
size deal saver [] 
.. enclosed 


Ship us 25 

Send free sample of 
Check for $ 

NAME 


ApDpDRESS.._. —— - - 


12 November, 


1954 


“Modern” Is The Word For It 


‘Power operated” bedroom, bathroom and kitchen 
windows with Fiberglas roll screens plus many other 
new and novel features are being introduced in the 
new 1955 “Luxury Line” homes. manufactured by 
Modern Homes Corporation of Dearborn. Michigan. 
The sash of the new “Power Glide” windows is sus 
pended on nylon rollers in an extruded aluminum 
track that eliminates sliding friction. The one-half 
inch Thermopane glass used on the windows provides 


thorough insulation without the need of storm sash 
while the Fiberglas roll screen coupled with a vinyl! 
plastic fly stop assures an insect-free home, claims the 
manufacturer. Other features include sound condi 
tioned ceilings through the use of acoustical tile; dou 
ble-hinged folding screens providing flexible separa 
tions for and birch sliding doors, suspended 
from the ceiling, for bedroom closets. Also large fixed 
| glass areas are used in the living room to form a win 
| dow wall. Screened louvers provide ventilation 


| Built Like a “Sandwich” 


Spat es 


11-2 


Kawneer Company of 
Niles, Michigan, an 
nounces a new aluminum 
flush panel which 
utilizes an impregnated, 
moisture-resistant honey 
comb core and hardboard 
reinforcing of the alumi 
num for added strength 
The door is suitable for ex 
terior well interior 
use and will be available 
in butt hung or offset pivot 
models. Permanent anod 
izing of the aluminum 
gives a finish that will re 
tain its beauty indefinitely, 
says the manufacturer 
Numerous models with 
window lights and louver 
ed openings mounted 
with foam-vinyl to cushion the glass will pro 
vide unlimited variations of design 


Building With Blocks 


How glass block can be used to enhance the ap 
pearance and value of the average home is described 
and illustrated in “Beautiful Homes .’ a new book 


door 


as as 


11-3 


(Please turn to page 40) 
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lake forest « shaker heights 
forest hills « indian hills « westchester 
darien « swarthmore « bryn mawr « wellesley 


These are typical of the exclusive suburbs in nearly every middle western and 

eastern city, where Scholz California Contemporary Homes are being introduced by the 
nation's outstanding custom builders . . . eloquent testimonial to quality and design. 

Here, at last, is a package home with the built-in prestige and design that quality builders, 
looking for lower, more firmly fixed costs, can be proud to put into their finest areas. 

This can be your opportunity to be the first in your community to reach 

this vast market of Contemporary Home buyers who are being daily pre-sold 


in every women's, home and consumer magazine. 


schol  z home s 


ineceorpeora 
2001 Westwood 


t 


ed 


Toledo, 


Ohio 





Readers Attack 
(Continued from page 8) 


of the FHA appraisal In the 


around and grow more uncertain so that when he learns that 
Une le 


meantime he can be shopping 


Sam has put a figure considerably below the selling 
price on his property, you can understand some of the com 
plications that (The 


course, that Uncle Sam is figuring something other than sell 


will arise buyer won't understand. of 


ing price in his long-term mortgage formula.) 

Even without a two or three month waiting period, if the 
seller or builder has his conditional commitment in advance, 
there is still the disparity between the FHA formula and the 


current market which the salesman must explain. One 


prominent mortgage lender has all his representatives read the 


IDEAL BUSINESS GIFT and GOOD-WILL BUILDER 


“oold stomped PORTFOLIOS 


Lasts a lifetime! Covers of durable TEXON — plastic 
strap cannot tear. Contains 10 heavy Kraft envelopes 
with useful record forms printed on outside. Approxi 
mate size when closed is 514” x 11”. 


FREE Pr" ADVERTISE" 


GOLD STAMPING ECONOMICALLY 
Low cost gift clients, pros- 
We will imprint your pects appreciate — and will 
advertisement Free, (4- use. Your ad is always he- 
line maximum) at fore them. Handy, attractive 
bottom of covers on — for home or office. Keeps 
deeds, leases, mortgages, 
a minimum order of important papers safe and 
25 portfolios. It orderly. Act NOW, assure de- 
; : really pays you to 
) or more RUC eA 


livery in time for Christmas 
minimum order keep your name be- giving 

dozen fore folks, and make 
them think of you. ORDER TODAY. 


Magnum Mfg. Co." Six!" Avy Dest nee 


— LOW PRICES. 


12 to 49 05e ea 











SINGLE BAMI'LE 
only $1.25 ppd 


(Cash with order) 











ATTENTION REALTORS! 


The Nirenstein National Realty Map Company has 


just completed three brand new volumes of real 
estate maps covering sixty principal cities and de- 
centralized shopping areas in the Far West: 
North Pacific States Atlas — 20 cities 
Central Pacific States Atlas — 20 cities 
South Pacific States Atlas — 20 cities 
DON’T MISS OUR GRAND PREVIEW OF THESE 
VOLUMES WHEN THEY WILL BE DISPLAYED 
FOR THE FIRST TIME AT 
the 47th Annual Convention of 
THE NATIONAL ASSOCIATION OF REAL ESTATE BOARDS 


in Cleveland 
From November 7-13 


For further particulars, write today to: 


NIRENSTEIN’S NATIONAL REALTY MAP CO. 
377 Dwight Street Springfield 3, Mass. 
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first section of the FHA underwriting manual so they can 
explain the FHA concept to the buyer. 

Another suggestion: The builder or seller of an existing home 
should have an appraisal ynade by an independent and disin 
terested person to give the current market so that the buyer’s 
confidence in his agent will not be shaken by the mortgage 
formula type of appraisal. 

This is one of the most serious problems in connection with 
the new housing law in its effect on the average broker and 
builder 

Frances K. Lecas 

Executive Secretary 

Society of Residential Appraisers 
Chicago, Llinois 


30 Years of the JOURNAL — Less One Issue 


Gentlemen 

Last winter you were good enough to try help us find a July, 
1951 copy of the Journa.. We found it was missing when we 
arranged to have our 1951 volume bound, and we hoped you 
would be able to find a copy for us. We thought we had located 
one, but we have not been able to obtain it. 

This is a great disappointment to me, as I have a complete 
set of the Jounnat from the time I entered the business more 
than 30 years ago with the exception of this one copy. 
I hope you will be able to find us a cop:. If you do, please 
let us know 

EpMUND ID). Cook 


Princeton, New Jersey 


Vr. Cook’s problem is solved, we're happy to say. Adam H 
Green, JouURNAL reader in Columbia, Pennsylvania sent a copy 


of the missing issue to us and we forwarded it to Mr. Cook 


Prefabricated Housing Issue 
Dear Sirs 
You are to be congratulated on your October prefabrication 
issue. The absence of “blue-sky” predictions of the future is re 
freshing to those of us who have seen the industry suffer in the 
past by reason of loose forecasting 
We hope you have established a new approach to evaluating 
that will be followed by others 
Reed H. Kelso 
New Century Homes, In 


our industry 


Lafayette, Indiana 





About the Authors 








‘EYMOUR F. MALKIN has a public relations agency han 
\) dling the accounts for several large real estate, home build 
ing and mortgage companies in the New York and New Jersey 
area. He has a succesful formula for publicizing his clients’ ac 
tivities, and succeeds in getting a great deal of it published in 
metropolitan newspapers and trade journals. He gets part of his 
background from his experience as a newspaper real estate edi 
tor. He shares some of his publicity secrets with you in this issue 


| . MANNING BROWN, JR., v.p. in charge of real estate and 

mortgage loans for New York Life Insurance Company, has 
lectured widely on modern mortgaging. His company invests 
millions each year in mortgage loans, giving Brown a thorough 
background in problems and trends in mortgage lending. New 
York Life has conducted recently a thorough study of the open 
end mortgage question. 


\ ILLIAM EARL MARTIN, a business diagnostician, be 

lieves that real estate offices have an urgent need for better 
budget control. While with Van Schaack & Company, Denver 
realtors and property managers, Martin worked out a flexible 
budgeting system with company officials and put it to work 
He is now operating independently as a consultant. 
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rise ated) Me al Ma Alile lel ME iliicliichivel: 
Units are easily and inexpensively joined 
in series with Rusco's streamlined mullions 


RUSCO PRIME WINDOWS GIVE YOU FAR 
MORE WINDOW VALUE PER DOLLAR! 


Rusco hot-dipped tubular galvanized steel Prime Windows are 
conceded by many leading building authorities to be the most 
advanced design on the market today. They offer you decided 
advantages in operating efficiency, convenience, safety and 


economy. Consider, for example, these four points: 


1 FASTER, EASIER INSTALLATION 


Rusco Prime Windows are fully pre-assembled, ready -to- install 
units. They are glazed, finish-painted with baked-on enamel, fully 
weatherstripped and complete with metal casing or steel fins. They 


can be fully installed in a fraction of the time required for conven- 


tional windows—thus making substantial savings in time and labor costs. 


2 MINIMUM MAINTENANCE 


Made of Armco’s famous hot-dipped, galvanized Zincgrip steel, 


bonderized and finished with baked-on enamel, Rusco Windows are 


Rusco he Seaton ane oe 
in a wide range of sizes, in 2- : 
high, 3-ponel-high and 4-Sanel-high 
units. Also in horizontal - slide units. 
Easily joined in series with Rusco’s 
streamlined non load-bearing mullions. 





USCO 


Hot-Dipped Galvanized 
Armco Zincgrip Steel 


extremely resistant to the ravages of corrosion and weather. No sash 
cords, weights, balances or chains to get out of order. Sliding glass 
inserts are removable and interchangeable from the inside. A small 
stock of extra inserts eliminates any inconvenience to room occu 


pants during cleaning or when broken glass repairs are necessary 


3 MANY SUPERIOR FEATURES 


Rusco’s insulating sash (optional) permits MagicPanel™ year ‘round, 
rainproof, draft-free ventilation, reduces fuel consumption, make 
air-conditioning far more efficient. Removable glass inserts simplify 
cleaning. Fiberglas screen cannot rust, rot, corrode, burn or stain 


Inserts slide smoothly, quietly in felt-lined slides 


4 REMARKABLY LOW INSTALLED COST 


Because of the speed and ease of installation, and the elimination 
of held glazing, painting and hardware attachment the final, 
installed cost of Ruseo Prime Windows usually makes them the 
lowest cost windows obtainable! 


SEND FOR FREE CATALOG 


Rusco Prime Window Division * The F. C. Russell Co. 
Dept. 7-NR-114 « Cleveland 1, Ohio 
In Canada: Toronto 13, Ontario 
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John H. West has been in business for 
himself in general real estate broker- 
age, property management, appraisals 
and insurance since 1949. He started 
out in the property management de- 
partment of the Lomas & Nettleton 
Company, Stamford branch office in 
1935 and two years later became the 
property manager for Arthur I. Cran- 
dall of Stamford. In 1939 he became 
property management representative 
for The Home Owner's Loan Corpora- 
tion in northern and eastern Connecti- 
cut and three years later was apprais- 
ing real estate throughout Connecticut 
for The George B. Horan Company. 
From the year 1946 to the start of his 
present activity, Mr. West was man- 
ager of the Meriden branch office of 
The Charles T. Lincoln Company han- 
dling property management and gen- 
eral real estate brokerage. 


“PERFECT HOME is the finest publication of its 


kind available,” 


says John H. West of Meriden, Connecticut 


FIRST became familiar with Perrect HOME in 

1946 when I was manager of the Meriden branch 
office of a large New Haven real estate organization 
and have sponsored the Perrect Home franchise for 
this area since that time,” says John H. West, realtor 
of Meriden, Connecticut. 

“The appreciative comments received from the peo- 
ple on my mailing list together with the requests re- 
ceived to be put on the mailing list convinced me long 
ago that Perrect HoME is the ideal medium for keep- 
ing my name before the public month after month.” 

Mr. West, along with other executives of leading 
real estate, home building, and home financing organ- 
izations, realizes that good-will must be developed 
carefully and continuously. Families usually buy but 
one or two homes in a lifetime, and they want to be 
sure that the firm with which they deal merits and en- 
joys the highest public confidence. This background- 
selling, this confidence-building phase of operating a 
real estate office is vital to success. 

Perrect Home is designed to perform this task. It 
makes friends, builds prestige, develops third party 
influence. 

By spreading editorial, art, and other preparation 
costs among its users throughout the nation, and by 
sharing the local reproduction and mailing expense 
with selected, reliable local building factors who ben- 
efit from it, costs to everyone are nominal. 

A limited number of exclusive, annual, renewable 
franchises for PeRrect HOME Magazine are available 
in certain communities to real estate, home building, 
or home financing organizations of unusually high 
qualifications. 

If interested, please address your inquiry to 


STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, 


IOWA 
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TWO-BOLT CLOSET can cut your costs. Bolts are QUICK FITTING LEGS AND TOWEL BARS incor 
precisely positioned to assure rigid anchorage of the porate a unique key-slot design which allows easy 
closet WITHOUT CLOSET SCREWS. This can save “slip-in’ installation. No cumbersome, time-consuming 
time, especially on concrete slab construction. wall brackets or special bolt-on devices are needed 





Here are two more 


BRIGGS ENGINEERING FEATURES 
designed to speed your installations! 


BRIGGS PLUMBING WARE IS DESIGNED TO IMPROVE INSTAL- 
LATION. [he two features shown above, along with those listed CHECK THESE OTHER ENGINEERING ADVANTAGES 
. . . , @ Rigid-frame tub construction makes it free stand- 
at the right, can eliminate those installation bottlenecks speed 
ing .. . needs no wall support 








up production! Needless parts have been removed at no sacrific« 
PI | @ Wall-surface tub and shower fitting really fits 


in quality. Assemblies have been engineered to make installa solders quickly 


vlons simpler. \nd you can be sure ol long service and lasting @ Jiffy pop-up lavatory drain is installed in 4 simple 


customer satisfaction, too! steps. 





. , . > re no cutt to fit » 
\lways insist on dependable Briggs Beautyware. You'll sav @ Tub drains require no cutting to fit any regular 


sized tub 
time, trouble and money. | 








BRIGGS MANUFACTURING COMPANY e DETROIT 26, MICHIGAN (ericcs ) 
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National Homes’ House Package* 
for Builder-Dealers sold 


/ 3,8 5 4 houses from 


this one promotion alone! 


“e * 
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Here’s what this PACKAGE 


“Pacemaker” Open House SMASHES ALL RECORDS ee es 


NATIONAL Builder-Dealer! 


13,854 Nationals! An almost unbelievable number of new National Homes offers you more than just a 

house . . . it’s an entirely new, streamlined 

method of operation! You get a publicly ac- 
; -re i ' : ce eas : cepted prestige product backed by the leader 

as the result of this one nationwide promotion alone! io the jahadne wah an thane br benefits 

Many dealers sold two or three times as many houses as e Land acquisition and land planning by 

experts 

e FHA and VA financing available anywhere 

When you buy the complete, pre-sold National Homes in the country through National Homes 

Acceptance Corporation 

e Beauty and variety unlimited—widest 

wire or phone for franchise details. Get on range of plans and exteriors, designed by a 

ink world-famous architect 

the National Homes bandwagon for a great 1955! e Newest, smartest color styling, by a noted 

authority 

e Sellevery prospect! Nation's most complete 

line of homes, from $6,000 to $60,000. 

e Buy your complete house package from a 

single source—no warehousing, no inventory, 

less invested capital required 

e Entire package PRE-SOLD by powerful 

national advertising and unmatched local 


), advertising and promotion 
HOMES 


LP vilel Lid lel it mae) ile) ft vile). 


LAFAYETTE. INDIANA + MORSEHEADS.. NEW YORK 


homes is now being erected by our authorized builder-dealers 


they had anticipated. You too can increase your volume 


package.* Check the list herewith—then write, 











Onn 
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Meepe eee cece ec ecco ee ee @ 


MAN in a large Midwestern city applied for a reai estate hi 

cense last month. He passed the simple test that was required 
and was granted the privilege of selling real estate. But there i 
one glaring omission in this report. Five months previous, thi 
same man in the same state had been brought before license lav 
officials and charged with an illegal transaction. To save himself 
and avoid punishment, the man gave up his license before proper 
action could be taken 

Perhaps there aren't too many cases of this type, but there are 
enough to make every reputable real estate person in the country 
sit up and take notice 

There’s an old cliche about a person being known by the com 
pany he keeps. In turn, real estate people are being judged by the 
actions of everyone else in the industry. And quite frankly, the 
tactics of some of the illegitimate operators are sticking out like 
sore thumbs — hurting all of us more than we may know 

You may reside in one of those states which is being swamped 
by amateur real estate people. In one Southern city, hundreds of 
people with the “I think I'll sell real estate and get rich” idea are 
ies for licenses and getting them. They may be house 
wives with some spare time, or retired bricklayers with nothing 
else to do, or people of other occupations or vocations who are un 
skilled in real estate practice. Nevertheless, they get a license to 
sell and, knowing nothing about real estate and often caring les 
they destroy the public’s confidence in legitimate realtors 

Nine of our states are without any license laws whatsoever 
And some of those with license laws are prone to turn their back 
on infractions, fail to make thorough investigations of license ap 
plicants, or give Iniproper, loose examinations 

What can we do about it? 

First. we should work ardently On the local level demanding 
strict license law laws with sharp teeth in them in every 
one of our states. We can do that by getting the word around as to 
how the public will benefit from high, uniform, carefully policed 
standards of practice 

Second, we should make certain that proper officials are select 
ed, not on a political basis, but on a basis of character, thorough 
knowledge of real estate, and ability and courage to do the job 

Third, we should set up a method of completely screening ap 
plicants for licenses, digging into every nook and cranny of thei 
background, giving them examinations which actually determine 
their knowledge of real estate 

Fortunately. most of our license law officials are conscientiou 
persons of unquestioned integrity who are trying to do a job. But 
one of their most serious handicaps is lack of cooperation among 
real estate people themselves. Some of the otherwise reputable 
members of our industry are reluctant. disinterested, or afraid 
when it comes to reporting infractions. They have no right to be 
Failure to report an infraction is just as harmful as the infraction 
itself. Upholding and enhancing a fine reputation in real estate 1 
a collective as well as an individual responsibility 

This does not mean that whenever a competi r witha progre 
sive spirit uses a new idea that we should shout “foul.” But if that 
competition is openly or underhandedly a discredit on our indu 
try, it’s up to us to make it known to the proper authoritie 

The real estate industry has taken big strides toward the goal of 
becoming a profession. But the fact remains that there is a long 
way to go. We won't reac h that professional goal by waving some 
magic wand. It will take extensive work, alertness, and an intense 
lovalty to profe ional standards to see that we, as well as our com 
petitors, reach that goal 
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Los Angeles realtor firm offers client builder is merchandising and planning. 
A demonstration house for each model is the key to W & L “preselling” idea 








Realtors Thrive 


Site sales office set up in two-car garage of a project demonstration house 
shows thoroughness of W & L service. At Lakewood Rancho Estates W & I 
salesmen qualify buyers rigidly as to financial ability. System saves time in 
lender’s office — 95 out of each 100 buyers qualify, a very high percentage. 














Many real estate organizations are going to work for other 
builders, using their merchandiisng know-how for benefit of 

contractors faced with difficult planning and sales problems. You 
can put your sales organization to work in this fast 


growing real estate activity sparked by increased competition. 


on Tougher Competition 


wIELLING houses for contractors is not yet an established 

department of many real estate organizations. Brokerage, 
home-building, appraising and insurance have all become 
standard departments of realty companies. But there is a 
rapidly growing field where real estate organizations have 
much to offer merchandising and selling homes for con 
tractors who do not have sales organizations 

Realtors have two basic requirements most contractors 
lack. They have selling know-how and they know what buy 
ers want. Neither of these essentials can be picked up over 
night, as many contractors are finding out. They're realizing 
that selling is a specialty. and are teaming up with the men 
who know how to sell. 

Only the sales specialist knows buyer needs and wants. He 
knows in detail what should be featured in what house in 
what part of the local market. He knows who are the good 
prospects and which ones are the inveterate lookers that 
never buy. He can qualify a prospect without misleading 
him or wasting the lender's time 

This is why selling houses in a competitive market is a 
complicated operation that demands experience and ability. 
Only a real estate organization offers these things to contrac 
tors. That it can be done effectively and successfully is shown 
by Walker and Lee of Long Beach, California 


Here’s The Kind Of Know-How That Counts 
A subdivision of homes built for sale has to be planned 
from the very location of the land through financing to 
qualifying of prospects. Realtor-builders are familiar with 
this kind of planning they know every stage of the opera 
tion. When they put this knowledge to work they are offer 
ing contractors a great deal more than mere selling ability 
Walker and Lee, for example. advise their client-builders 
throughout the whole process. They know what to advise and 


NATIONAL REAL Estate AND Buritpinc Journat — November. 1954 





recommend because they started out more than 30 years ago 
as sales managers for the Janss Investment Company. one of 
the pioneers of community development. The Janss Company 
developed Westwood, a 3,900 acre subdivision west of Bever 
ly Hills, California. Westwood is a complete community, 
with more than 10,000 homes and the first planned shopping 
center in southern California. 

Developments like this have made Walker and Lee famil 
iar with all phases of community planning. They show their 
client-builders the best Jocations for their subdivisions. They 
know that picking the right location is of primary impor 
tance for the success of any subdivision 

They tour successful Walker and Lee projects with the 
builder and show him what features helped sell each partic 
ular subdivision. They show him which ideas are best for the 
market the builder has in mind. They show him what style 
house will sell best in the price range he aims at, and what 
basic features, products, equipment add most to saleability 

They instruct the builder to erect one demonstration house 
of each basic model. They emphasize the need for working 
out the color styling for the whole subdivision as well as the 
demonstration houses. They advise about the best ways to 
furnish the demonstration houses. 

Walker and Lee have their own advertising specialist, and 
his services are made available to the builder. Experts in 
timing their promotions, they set specific dates for newspaper 
advertising. They get news stories in real estate sections of 





“Furnish it just like Mrs. Jones would,” says Bob 
Walker to client builders. “Don’t turn the furniture 
stores loose ... it’s important that prospects get a 
clear picture of what the house will look like with 


their own furniture, rather than faddish styles.” 


See UE tare: =. 


Client builders value Walker & 
Lee advice on features which 
help homes sell. Kitchens prob- 
ably receive the most attention. 
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the metropolitan papers to stir up interest before the ads ap 
pear. They push the promotion sard after the initial open 
ing, in order to keep public interest high 

Every prospect is carefully qualified beforehand so that 
time and effort aren't wasted in the lender’s office. The quali 
fying is done tactfully unskilled handling can kill a sale. 


Walker and Lee help the builder arrange financing. The 


tie-up with Walker and Lee, 
known. makes the task of ge 
easier for the builder. 

This is the kind of thorough and realistic help Walker and 


Lee provide their client-builders 


being well established and well 
etting financing for a project 


How to “Pre-Sell” a Subdivision 


Walker and Lee key their whole operation to “pre-selling” 
the houses of their client-builders. Pre-selling depends on de 
tailed knowledge of the market and thorough promotion of 
the subdivision. This is how it works 

Demonstration houses go up as soon as possible 
each basic model. They are keyed to the color-styling of the 
whole subdivision. Builders are encouraged to hire the best 
color consultants and interior decorators they can get. Buy- 
ers are given a choice of inside colors. Color schemes are set 
up that include tile, linoleum, wall colors, drapes, ete.. and 
put under a glass frame. These are displayed in special ex 
hibits set up in the garages of the demonstration houses 

Walker and Lee say you can’t turn the department stores 


one of 


P= 
.) aut, 
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axewost 


HOMES FOR SALE 


loose vhen houses 


tend | 


they 
to furnish your 


furnishing your demonstration 
furnish them too lavishly. 4 
houses just like Mrs. Jones would 
“Our biggest contribution is advising w 
Bob Walker. Knowing what will 1] 
a detailed knowledge of the market 
to saleability 
If the feature 
ed on that 
buyin 
With this kind of preparation and planning, the buyer is 
in a position to know what he’s vetting. The deal can be 
closed right then. Pre-selling like this makes it possible for 
Walker and Lee to have 5.000 or more already sold 
before even a hundred are 1) days to completion 


u have 


hat will sell,” say 
come only from 
Products that won't add 
vital in othe 
are pick 


what he 


can 


In one price range or area are 
chosen for the demonstrati 


basis the buyer can see for 


n house 
himself 


houses 


as ¢ lose als 


The Sales Organization It Takes 
This kind of 


planning requires a trained and experienced 
sales staff 


know-how. Walker and 
Lee have a general sales and five selling manager 
Each selling manager or two projects. He i 
usually an experienced, older man. He has to sell in competi 
tion with his salesmen, and in order to do this and still be an 
effective manager requires real leadership and sales ability 

Walker and Lee salesmen are paid on a straight commis 
sion basis. In order to keep them from going stale on any one 
all periodically rotated 


in addition to executive 
manager 


is assigned one 


project salesmen are 


Walker 
trained. 


& Lee 


This group handles the sales ef about $20 


sales organization is big and well 


million worth of homes cach year for its clients 





, 


A A 
rt e - 

”~ a 

2 9 


’ 





f 
ry? 3. 


> 


.. 
( 
( 


Novernle 





Open-end mortgages are not 
new, but they are becoming a 
more potent sales weapon. Why ? 
This mortgage expert cites the 
reasons and explores new advan- 


tages for lender, realtor, builder. 


( PEN-END mortgages have a 
} oni deal to offer realtors. 
builders, lenders and home buy 
ers. They can benefit all parties 
concerned in a housing transac 
tion 

An open-end mortgage is an 
ordinary mortgage with an ad 
ditional arrangement allowing the 
home owner to borrow back from 
the lender up to the amount he 
has paid in amortization, or up to 
an amount which may exceed the 
original mortgage, 

It is then generally repaid over 
the remaining term. This kind of 
arrangement doesn’t make = sub 
sequent advances obligatory it 
is an optional one and requires 
two things: That the mortgager 
desires to borrow and the mort 
gagee is willing to lend 

This type of mortgage offers 
definite advantages to each party 
involved, It enables the home own 
er to obtain fast. low-cost credit 
during the term of his mortgage, 
in order to repair, improve or ex 
pand his home or for other pur 
poses 

It enables him to do this with 
out overloading himself with 
short-term debt. By spreading the 
outlay over the remaining term 
of his mortgage, his monthly pay 
ments are kept reasonable 
siderably lower than they 
be if he restricted to the 
shorter term permitted under 
Title | modernization loans 

Besides offering a further op 
portunity of service, it opens up 
a new avenue of investment for 
the lender, and at the same time 
increases the correspondent’s port 
folio. It may reduce overhead for 
both by increas'ng the principal 
balance. This is because servicing 
costs for loans of different sizes 
are about the same. If the advance 
is used for home improvement. an 
improved security results. I prop 


con 
would 
were 


* Based on a speech given at the Midwest 
Mortgage Conference of the Mortgage 
Bankers Association of America 


there’s sales power in 


open-end mortgages 


erly administered, advances will 
be made to purchasers with good 
paying records and even after the 
advance a satisfactory equity posi 
tion should remain. 

Another advantage of the open 
end mortgage is that it would tend 
to protect the mortgage portfolio 
against refinancing. The simplici 
ty and economy of obtaining ad 
ditional funds may induce the bor 
rower to keep his loan with the 
original lender, and seasoned loans 
are thus retained in his portfolio 

Boon to Builders 

Extensive use of the plan can 
be of great advantage to the build 
er and to the entire economy, 
especially in periods of a decline 
in new construction. It would help 
take up the slack in a recession 
and prevent neighborhood decay 

The market for this tvpe of loan 
could be tremendous. In 1952 it 
is estimated that $3 billion was 
spent by home owners for repairs 
and improvements. A large part 
of this could have been covered 
by open-end mortgages. And with 
promotional effort this might be 
greatly increased. 

In 1948 an estimated $100 mil 
lion was loaned through open-end 
mortgages. This increased to $400 
pullion m 1952 and in 1953. 

It is believed that the average 
buyer of a new house begins to 
spend money for substantial im 
provements three to five years 
after the purchase. The huge vol 
ume of homes built from 1948 to 
1951 is now providing a good part 
of this business 

Beware of Drawbacks 

There are some disadvantages 
to be borne in mind. Caution has 
to be used to avoid credit abuses. 
State laws make the plan more 
workable in some areas than in 
others. The main issue is the lien 
status of the additional advances 
that are made 

Most states now follow the doc 
trine that these advances are sen 
ior to any intervening liens unless 
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By R. MANNING Brown, Jr. 


New York Life Insurance Co.* 


it can be established that the len 
der had knowledge of such an in 
tervening lien. 

Record notice is not sufficient 
to affect the seniority of the ad 
vance made as a result of the 
open-end agreement, provided the 
agreement itself has been proper 
ly recorded. In other states, where 
the advance isn’t thus protected, 
a title search is necessary to in 
sure the lien status of the advance 

There is a strong feeling that a 
title search may be necessary in 
all states to protect against me 
chanics’ and material men’s liens. 
federal estate and income. taxes 
and bankruptcy liens. To be really 
effective the advance must be 
made without unreasonable ex 
pense. And in order to accom 
plish this, title search may be dis 
pensed with in some cases and the 
advance made on the affidavit of 
the borrower that there are no in 
tervening liens. 

This is dependent on the title 
company’s willingness to insure, 
or the lender’s willingness to as 
sume the business risk involved 

Many mortgage bankers are of 
the opinion that the open-end 
mortgage is primarily a sales tool, 
and that actual advances under it 
may be limited. 

Full potential undoubtedly has 
not been realized. But with the 
publicity the plan is receiving, and 
in view of the tremendous num 
ber of homes built during the past 
few years which may soon need 
expansion or repair, I believe the 
potential volume that can be de 
veloped is substantial 

As a service to the home own 
er, and for what the plan may do 
for the maintenance of the loan on 
your books, I believe the plan 
merits careful consideration 
now. 

Today's task is primarily an 
educational one for all concerned 


your 
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Full-page ad like this has more punch than a car-load of 
conventional ads. It is typical of Barnard’s original, crea- 
tive attitude toward advertising. It sells house it men- 
tions, but more important it sells Barnard Corporation. 


The most per 

us the ground se 

most durable 00d 

wito which 1 

all lis drean Other thing 
of clothes—a car—a machine 
in @ Short time. But a ma 
utll last to Lie JOY am 


who reside therein 


And thougit 
around, the 


sight 15 at pourne 


Kalph asuard 


Alot 
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Barnard Corporation 


Institutional ad stresses dignity and pride of 
ownership. There is no attempt to sell a 
particular house, but to tie up home-own 


ership idea with Barnard Corporation 


The Barnard Approach 


Take time to be original in writing your ads. It’s 
paying off handsomely for this Green Bay realtor. 


| EAL ESTATE newspaper ad 

vertising is called dull, life 
less, insane, stupid and unintelli 
gible. And much of it is 

Harvey Barnard of the Barnard 
Corporation in Green Bay, Wis 
consin realized a long time ago 
that real estate advertising doesn't 
have to be any of those things. It 
can be interesting, novel and eye 
catching as well as informative. 
and Barnard has shown how to do 
it. 

Point one: Your ads don’t have 
to be limited to listings. 

Point two: Write out what you 
have to say don’t fall into the 
habit of abbreviating everything 
into two or three cryptic lines 

Point three: Vary your ap 
proach don’t stick to the same 
features when describing half a 
dozen different houses 

Point four: Be original may 
be you can produce something as 
striking and effective as Barnard 
created just a few weeks ago to 


advertise a white cottage with a 
picket fence 

A little house. a little yard 

A flower bed or two 

The comfort of a shady tree 

A fence. a gate, and you 

A little boy. a little girl 

A doll house in the shade 

Within that fence a little world 

Of heaven you have made 

Within a matter of hours the 
ad had prompted more than a 
dozen calls. and the property wa 
sold by nightfall 

Barnard often writes short top 
ical verses that effectively adver 
tise the firm. The company also 
uses an occasional narrative ad 
to explain the advantages of e> 
clusive listing with the firm. Barn 
ard’s classified ads are compact 
and informative, and = attractive 
enough to quickly repay the extra 
pennies they cost 

What are the rules for writing 
such effective ads as these? That’ 
point five: Don't stick to the rule 
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Beautiful Location 


Ranch style home on 
Grant street in W De 
Pere Living room with 
fireplace dining roon 
kitchen two bedroon 
bath and large den. which 
can be used as bedroor 
Paneled recreation room 
in basement with fire 
place Gas furnace, e¢% 
tremely large lot Two 
Garage with paved 
drive. Beautifully land 
scaped grounds 100x135 


$17,500 
1149 Cherry Street 


Two-family home with 
four - reom and = bath 
apartment in the front 
and three-room and bath 
apartment in the rear 
Full basement furnace 
and stoker, two-stall ga 


rage 
$10,500 


1221 Cherry Street 


Reautifully decorated 
home. Mand to 
schools churehe and 
shopping Carpeting 
included living roo 
fireplace dinws 
modern 
~Ametait 
ewing 
ue tau 
iurnace 
electric water heat 


$15,500 


123 N. Buchonan 


bination brick ind 
bungalow 
Living room 
three bedrooms 
sth Full basement wit 
heat Thermopane 
dow in living roo 
lot. conerete drive 
th slab in for garage 


$12,200 


Seventh Street 


a popular loca 
growing so 


hedrooms ot 
tloor brane 
generou 

heat, lot is 


$1 3,000 


720 James Street 


Here is a modern bunga 
low with a real homey 
atmosphere. Fireplace in 
the living room. full din 
room even a covyv 
heated sun room The 
arrangement is different 
from the ordinary two 
hedroom home Base 
ment furnace garage 
and full lot. Be sure to 
see this if you are look 
for real comfortable 


$11,600 


Two-Family Flat 


An exterior paint joly 
will put this building in 
excellent condition ive 
large rooms and bath in 
each flat. Full basement 
and furnace Two-car 
garage Full tot. Located 
e' 614 S Ashland 


$9,200 


1790 E. Mason 
most picturesque 
ch home on a beaut 
landscaped corner 
Large living roo 
kitchen with d 


CORPORATION 
312 CHERRY HOWARD 





BARNARD 


BARNARD 


SIX 








Classified ads are simple a 


pealing because they are balanced 


and free of abbreviations 


This 


ad shows eight properties effec 


tively advertised instead of 


20 crammed into same spi 








Low-cost, complete homes — that’s the basic sales appeal of Robin 























i Homes Our Reader: 


Axre Building 


e IN NEW YORK 


Hill home development. 


] UILDERS Alexander Paulsen 


and John R. Risbergs are fea 
turing two basic models in their 
700-house Brentwood project) in 
Islip. Long Island. Prices are $8. 
500 for an expandable Cape Cod 
and $8990 for a_ three-bedroom 
ranch type. Both models have 
garages. 

But the prices mean much more 
when the features are listed, and 
here’s the completeness idea 

Every house has a full base 
ment, equipped with work bench 
and tool kit 

Every kitchen has a counter-top 
gas range unit. Formica work sur 
faces, knotty pine cabinets, cir 
cular lighting fixtures. double por 
celain sink. 

Baths have colored fixtures. 
sliding door medicine cabinets. 
wall accessory cabinets and a 
shower over the tub 

Price includes poured concrete 
foundations. full insulation. 
weather-stripping, copper plumb 
ing. flush doors, ranch-type win 
dows. hardwood floors, double 
sized closets with sliding doors, 
oil-fired perimeter heating. 

Each house is provided with city 
water, gas and electricity. The 
whole community will have con 
crete walks up to the houses, curbs 
and finished streets 
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IN NEVADA e 


Las Vegas builder ties in with manufacturer to promote ‘world’s biggest air conditioned village.” 


i ky IN LAKES VILLAGE, new 
Las Vegas development, built 
its promotional campaign around 
one outstanding feature 
‘round air conditioning 

The five basic models. with two 
or three bedrooms, range in price 
from $10,750 to $12,900. Village 
will have 966 residences. 55 du 
plexes and a 100-room hotel when 
completed. 

Draver-Hanson. Inc... manufac 
turers of the air conditioning 
units, tied an entire national pro 
motion around the Village story. 
and with good reason. It is the 
largest housing development in 
the world to be completely air 
conditioned, the manufacturer 
claims. 

Three real estate editors, from 
Cleveland, Newark and Detroit. 


year 





You Can Be 


Your Own 
Prefabber 


UMBER Dealers Research 
4Council has come up with an 
idea for pre-assembled wall panels 
of modular dimensions. Working 
with the Small Homes Council. 


University of Illinois, panels have 


been developed for use in con 
struction of one-story houses of al 
most any design. Panels are es 
sentially a stud-wall framework 
with sheathing and _ sid 


are 4 feet wide and & 


covered 
ing. and 
feet high. 

Purpose of the design is to pet 
mit prefabrication at the local 


NarionaL Rear Estari 


were introduced to the project at 
the beginning, as the first step 
Step two involved circulating 
the contract news to trade maga 
zines around the country 
When the model homes 
ready. Heers Associates set up a 
weekend dedication ceremony 
Both Las Vegas papers devoted a 
special section to the event. Dray 
er-Hanson inserted display ads in 
each special issue the day before 
the opening, pointing out their in 
stallations in some of the fabulous 
Las Vegas hotels. Both newspapers 
also carried 
Spotaire air conditioning. Dray 
er-Hanson factory representatives 
were in town, the publicity also 
announced, to provide answers to 
any and all questions 
Cooperative promotions with lo 


were 


news stories about 
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level. and supporters ol the idea 
have high hopes for it. It is claim 
ed that small builders and lumber 
dealers may team up and cut costs 
significantly by this pre-assembly 
tec hnique Although designed as a 
simulant to lumber dealers’ busi 
ness, you could set up the system 
on your own 

How effective the 
be remains to be seen. If success 
ful, the “Lu-Re-Co” system may 
provide some competition for pre 
fabbers. But it | 
panel uniformity will be 


devic @ may 


undecided if 
widely 
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cal firms were also spotlighted in 
Tract 
were on hand at the opening, in 
cluding several regularly assigned 
to the project 

MacDonald Air Conditioning 
Company of Las Vegas, installer 
of the units, cooperated in the lo 
cal promotion 

National tie-in of the first re 
leases included running ads in two 
leading newspapers in each of the 
30-odd cities throughout the coun 
try where Drayer-Hanson has rep 
resentatives 

At the Drayer-Hanson annual 
sales meeting in Los Angeles, com 
pany officials stressed the fact that 
‘Twin Lakes Village is a real case 
in-point of what can be done in 
the field of 


conditioning 


the newspapers. salesmen 


mass residential ai 


SHEET SHEATHING 


accepted by the public 

On costs, the arguments agaist 
the Lu-Re-Co idea say 
the complete house would be neg 
ligible because purchasing would 
still be small-scale 

If you're a small-volume build 
er, the Lu-Re-Co technique may 
be worth looking into. Chief things 
to investigate: Is there a lumber 
dealer in your area presently uw 
ing the Would you prefer 
to operate the system independent 
ly? Will local building codes per 
mit this kind of 


savings on 


idea? 


) 


panelization 














You Can 


Make News 





Your business can provide real news if you have the know-how. 


Here are tips from an expert on how to get publicity mileage out 


of your new home projects and even your routine business activity. 


HERE publicity is concern 

ed, you are in a rather for 
tunate position compared with 
many other business men. Most 
of your work is concerned with 
the primary human needs for land 
and shelter, You are dealing with 
things affecting. in one way or 
another, the lives of broad masses 
of human beings. When you get 
a situation like that, where mass 
interests are involved, you have 
the stuff that makes news. 

Now, what is news in the aver 
age realtor’s office? There are lit 
erally hundreds of situations 
worthy of space in your paper 

There’s grist for the news mill 
in your own firm promotions 
and additions of personnel, phy 
sical expansion, retirements, open 
ing of branch offices, new lines of 
activity. Many editors give gen 
erous space to what is going on in 
real estate offices. Some even write 
special columns about it 

Routine sales and purchases ne 
gotiated through your office also 
make news. Under this heading 
come financing and refinancing 
deals 


The Human-Interest Angle 


How do you take an item out 
of the routine and put it into the 


8 


By SEYMOUR F. MALKIN 


big-space class? Find a human-in 
terest angle. With research, this 
can be done occasionally in con 
wection with your sales or pur 
chases. For example, the proper 
ty involved may be a historic local 
landmark with an interesting past. 
It may be a common garden-varie 
ty lot, but research uncovers that 
it was once the drill 
ground for recruits for George 
Washington’s continental army 
Sifting the past will often strike 
pay dirt in the form of an interest 
ing historical angle that will con 
vert a one-paragraph item in the 
real estate section to an imposing 
yarn up in front of the paper. Try 
to base your story on a human 
interest peg 

Routine conveyances are story 
material when substantial sums of 
money are concerned. A story 
about the sale of a $4 million 
swank apartment house has much 
more news significance than the 
conveyance of a run-of-the-mill 
one-family residence. Names 
make news. Anything concerning 
President Eisenhower rates infi 


site of a 
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nitely more attention than any 
thing concerning Joe Blow. Big 
money makes news. Or if 
your office is connected with any 
deal or negotiation involving both 
a prominent person or plenty of 
bucks. you've got a first-rate news 
story. 

Factories, plants. mercantile es 
tablishments all are key factors 
in a community and anything 
concerning them represents solid 
news. Those of you who have han 
dled such transactions will doubt 
less recall the news stir they creat 
ed 

When you are exclusive 
agent for a large home develop 
ment publicity not only enhances 
your prestige as a broker, it also 
helps your sales promotion pro 
gram. Many newspaper readers 
discount the exaggerations of 
much real estate advertising. They 
put much more faith in a news 
story describing the project and 
the type of home it offers 


The Art of “Phasing” 
Publicity promotion of develop 
ments is a specialized field. It re 
quires a high degree of public rela 
tions proficiency. This work, for 
maximum results at the box-office, 
demands top ability in what is 


also 


sales 


AND BurLpING JoURNAL 








Space your shots 





Check List — How to Get More Publicity 


Find out which of your activities make news 

Seek a human interest angle 

Base your story on this angle 

Divide youn development’s progress into a story-series 


Learn to work with your real estate editor 


Keep in the news columns until last house is sold 
Have a professional shoot plenty of good photographs 
Learn the value of “think” pieces 

Create colorful, concise copy 


Get your news in fast — it’s perishable 








called dividing the evolution of 
the development into a long series 
of varied news that will 
keep the project in the news col 
umns until the last house is sold 
This is known as getting mileage 
And ability to get mileage is valu 
able in other real estate situations, 
particularly transactions leading 
to the construction of new indus 
trial projects. 

For example, let’s take a hypo 
thetical development, “Heavenly 
Acres.” The first story to go out 
may report that Realtor John Doe 
assembled a 40-acre tract at such 
and-such a place, which has been 
sold to Builder Richard Roe for 
the projec ted erection of 150 
seven-room split-level homes de 
signed by Architect William 
Smith, with financing negotiated 
through the XYZ, Mortgage Com 
pany. The story contains addition 
al data, mostly of 
ture. 

The next shot. fired several 
weeks later, reports that Builder 
Richard Roe has begun construc 
tion of a demonstration house at 
“Heavenly Acres” and has ap 
pointed Realtor John Doe as ex 
clusive sales agent. The story then 
picks up supporting data from the 


stories 


a general na 
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Things are still fau 
ly general, and there is no detailed 
desc ription of the homes 

We wait another 
so and 


first release 


two weeks or 
then try to see whether 
we can place a yarn that the 
model home at “Heavenly Acres 
is rapidly nearing completion 
with formal opening scheduled for 
such-and-such a future date. In 
this story, we disclose a few de 
tails about the house itsell 

Next COMmeS the big blast. s hed 
uled to appear in the editorial 
columns of the real estate section 
on the weekend that the develop 
ment Thi 


opens describes the 


house and tract in detail, recaps a 
good portion of thi previous ma 
terial. 
eight-by-ten 
prints of 
stats of floor plans. If 


and is accompanied — by 


glos \ photograph 
renderings, and photo 
the editors 
kind to this. you will 
space that will be worth big mon 
ev in advertising lineage 

You are right back again on 
the editor’s desk next week with a 
story reporting 
turned 
opening of “He 
how many sales were 
any other follow ip material 

Since the demonstration 


are obtain 


how many per 
out for the formal 


Acre 


SOTIS 
\é nly 


and 


house 
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furnished, we take in 
terior photographs. About three or 
so weeks after opening day, those 
pictures go to the editors—and we 
sit back and hope for another shot 


has been 


Then, as time goes on, we peg 
additional stories on names of pur 
chasers, opening of new sections 
more pictures, and any other angle 
we can think of to keep our story 
before the public 

Phat, in the proces 
of getting home 
development It takes a knowledge 
editorial 
and techniques, a mice 
timing. and ingenuity in develop 


essence, 1s 
mileage on a 
of newspaper practices 


sense of 


ment news angles 


“Think Pieces” 
There is another type of story 
that can yield prestige for the real 
tor. In newspaper 
known as the “think piece” a 
yarn in which’ the com 
ments on a given situation or set 
of facts. This type of story may 
condemn, interpret, pro 


circles it) 4s 


praise, 
pose. exhort, appeal. or do any 
number of other things stemming 
from personal opinion. It ts akin 
to the newspaper editorial or the 
scripts of radio or TV commenta 
tors 
The 
pieces’ is a 
only by the 
powers 


“think 
limited 


field of 
broad 


topics for 
one, 
writer's imagination 
of analysis. To give 
The realtor may 
give his reaction to a proposed 


and 
some examples 


change in an ordinance, state law 
or piece of federal legislation af 
He may com 
value trends in 


fecting real estate 
ment on property 
his particular community He 
views on the cur 
status of real credit 
wish to predict price 

He can analyze and 
comment on in home 
design, equipment and materials 
He can speculate on new high 
way. parkway or turnpike con 
struction. He may like to 
off on the real estate tax picture 


How To Write It 

These the kind 
of publicity realtors can make use 
of. A much more difficult item i: 
the writing job. I say this because 
nobody learned how to write 
by listening to a lecturer. In the 
final the only way to 
learn to write is to write. All that 
I can do is to list some ‘ and 
don 't’s” that may help you over 
ome of the many rough spots and 
serve to improve the quality of 
what you 

Journalistic 


may give his 


rent estate 
He may 
movement 


innovation 


sound 


are some of 
evel 
analysis, 


do's” 


write 


stvle 4 based on 





compressing the most information 
in the least space. Therefore, don’t 
overwrite. Nothing terrifies an 
editor more than pages and pages 
of copy. Make your sentences 
hort and snappy. Do the same 
thing with your paragraphs. Don’t 
forget that the average column is 
a little less than two inches wide 

what seems a normal-sized 
paragraph in your correspondence 
becomes a_ tedious. unbroken 
stretch of type in the newspaper 
column 

‘Try to give the heart of the story 
in the first paragraph, in what 
newspapermen call the “lead.” 
Always remember that youwre 
competing for space with a huge 
pile of other releases on the edi 
tor’s desk. If you don’t give him 
news in that all-important first 
paragraph, your release will prob 
ably end up in the wastebasket. 

See to it that the first paragraph 
answers the question of who, 
when, why, where and what. Try 
to limit the paragraph to one sen 
tence with no more than 50 words 
Try to make the language interest 
ing and colorful. 

Be sparing with adjectives and 
high-flown phrases. A news story 
is a Statement of facts, not a free 
advertisement for yourself. The 
way to project your organization 
in its best light is to present a fac 
tual record of its achievements 
if that record can logically be tied 
in with the theme of the story. 
For example, if you are discus 
sing a particular residential trans 
action, then at the end of your 
story you can add a paragraph re 
porting that in the past year your 
organization has transacted X 
number of home sales represent 
ing a volume of X number of dol 
lars. This is the acceptable way 


The 


of getting publicity about your op 
eration 

Don’t be repetitious. A story must 
move from one fact to another. It 
begins at the beginning and ends 
at the end it doesn’t start all 
over again. Use simple words un 
derstandable to the average read 
er. Remember that nearly all 
newspapers are aimed at Mr. John 
Q. Public. not professors of Eng 
lish literature. Avoid technical or 
trade expressions. 

Satisfy yourself that what you 
are submitting for publication is 
newsworthy. If you keep bom 
barding an editor with bilge, he 
will soon reach the point where 
mail from you will drop unopened 
into the wastebasket. 

Make sure that your releases 
are neatly and legibly typed and 
always double-spaced. Your story 
has to sell itself. Don’t spoil its 
sales appeal by clerical sloppiness. 

Submit copy early, at least three 
or four days in advance of the re 
lease date. If you are aiming at 
a Sunday real estate section, see 
to it that your copy reaches the 
editor’s desk by the previous Mon 
day. Always remember that news 
is the most perishable product in 
the world. Get it in fast 


Value of Photographs 


I want to emphasize and re-em 
phasize the publicity value of pic- 
tures. A great many of the trans 
actions in which a realtor is in 
volved lend themselves to photo 
graphic treatment for publicity 
purposes. Editors need pictures for 
make-up purposes, and they are 
always more than ready to con 
sider a technically good photo 
yraph tied to a newsworthy de 
velopment or event. 

Most daily newspapers main 


tain their own engraving facili- 
ties so that you need only submit 
a good, sharp photo-print. If your 
local newspaper has no such facili 
ties, it may pay you to go to the 
expense of having an engraving 
made. But first find out if the edi 
tor will accept the engraving and, 
if so, what its dimensions should 
be. As for photography. the best 
advice I can give is to hire a pro 
fessional photographer, preferably 
one with experience in the real 
estate publicity field. 


Getting Along with Editors 


Now a word of caution about 
press relations. Most realtors are 
fairly consistent purchasers of 
newspaper advertising space 
Some realtors feel that their ad 
vertising expenditures automati 
cally entitle them to free publici 
ty space in editorial columns. 

The realtor who has this atti 
tude, and who is belligerent about 
it, runs the risk of very poor press 
relations. The news columns of a 
newspaper have one overriding 
purpose to present interesting, 
legitimate news, If a realtor tried 
to crash these columns on the basis 
of advertising billing rather than 
the newsworthiness of his publici 
ty material, he’s a mile off base. 
Such a petitioner will leave the 
editor’s office with the Indian sign 
painted indelibly on his back; it 
will take a miracle for him ever 
again to get a story in that paper. 

The best course is to be tactful 
and diplomatic. Let your publici 
ty material stand on its merits. If 
it is well prepared and tells a real 
story, you may be certain it will 
receive every bit of consideration 
it deserves and maybe more 
All things being equal, the adver 
tiser will get his break. 





art of talking price 


asks 


HAT DO YOU SAY when a prospect 


bluntly, “How much?” Should you put him 


off until you think the time is right to talk price, or 


is it better to blurt it out and take your chances on 
scaring him off before he’s had a good look. 

Actually, you shouldn't do either. 

State the price when it’s asked for, says Realtor 
Lawrence Curtis of Sioux City, Iowa. But don’t leave 
it hanging in the air because it will fall on its face 
if you don’t put something under it. Include with 
the price the features of the house that will appeal 
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to this particular prospect and members of his family. 

When he asks, “How much?” roll it right out 
“$15,000 and remember, this property has the 
size yard your wife said you needed for the children. 
It has a room off the kitchen that is just right for 
your office.” 

It might be the view, the number and size of the 
bedrooms or closets or the kind of heating plant. The 
features the buyer wants are the ones you should 
name. The buyer will realize how much he’s getting 
and how well the property fits his needs 
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flexible budgeting 
for 


real estate offices 
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| ERE’S a_ budgeting system 

that’s flexible and informa 
tive. You can use it to find out in 
advance, how much you should 
expect of your various depart 
ments how much dollar volume 
they should produce, how much 
their expenses should be, what 
percentage of overhead each de 
partment should carry, what you 
as owner can expect from your in 
vestment. 

Your first step is to determine 
the amount of dollars you, as own 
er, have invested in your business, 
as of the beginning of the year. By 
the amount invested is meant the 
excess of assets over liabilities or 
the net worth of the business. Per 
haps there should be an addition 
al section in the balance sheet rep 
resenting a down-to-earth estimate 
of good will 

Once you've determined the 
amount of your investment, de 
termine the percentage of net re 
turn you are willing to accept as 
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minimum on your investment for 
a one-year period 

Percentage amounts will, of 
course, vary according to different 
types of operation. But the person 
al service element in real estate 
makes it likely that the minimum 
acceptable percentage will be 
somewhat higher than it would be 
in a manufacturing enterprise, for 
example 

Next, multiply the dollar in 
vestment factor by the acceptable 
minimum net return percentage 
factor. You arrive at the mini 
mum net return dollars you are 
willing to accept and which must 
be produced under normal condi 
tions. (This is after deduction of 
all expenses, federal. state and lo 
cal taxes) 

Income tax is another factor 
that has to be considered. Net re 
turn to you, as owner, is after tax 
deductions, so you have to estab 
lish a ratio of the percentage of 
net operating profit that tax agen 
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Here's a new system of budget 
ing that tells you where you are, 
where you've been and where 
you're going. Once set up, it lets 
you keep up with all the activi 
ties of individual departments 


helps stop wasteful operations. 


The Plan — In Brief 


@ Find out how much you've got in 
vested 

@ Decide what per cent return you want 

@ Figure net operating profit ratio be 
fore and after taxes 

@ Calculate net operating dollars and 
business volume to produce it 

@ Assign per cent of volume and over 


head to cach department 


cies get before determiming the 
amount of operating profit’ that 
must be produced 

This is accomplished by using 
the net return dollars to. you a 
base and reconstructing — the 
amount of operating profit to be 
earned prior to the take-out by tax 
avemn ies. 

Assume that tax agencies will 
take 60%, of your operating pro 
fit. This leaves 40% of the operat 
ing profit for you. Divide the dol 
lar amount of your net return dol 
lars by 40 and multiply by 100 
In this way you can calculate the 
amount of operating profit before 
tax deduction 

Here’s how it would work in a 
hypothetical case 

Assume the net worth of | the 
Reliable Realty Company at the 
beginning of this year to have 
been $150,000. Assume also there 
is a good will evaluation of an ad 
ditional $100,000 not included in 
the book figure. There's a_ total 





value of $250,000 upon which the 
minimum net return to the owner 
i. to be calculated 

As a organization the 
owner is entitled to 50% on his in 
vestment of $250.000 or a net dol 
lar return value of $125,000 

Then $125,000 is 40% of the 
net operating profit’ which must 
be produced in order to satisfy 
both the owner and the tax agen 
cies, $125,000 divided by 40. is 
$3.125, and this multiplied by 100 
is $312,500 representing the 
required net operating profit 
necessary if the owner is to get his 
minimum of $125,000 

The objective isto produce 
$312,500 operating profit. The 
problem concerns the amount of 
business and the 
sary to produce it 


service 


experse neces 


Comparisons 

Accounting procedures of ex 
pense distribution or allocation are 
of interest only as comparisons. 
Approach the solution from the 
viewpoint of controlling expenses 
by assigning responsibility to de 
partment heads, who are in a posi 
lion to control them. Operating 
profit: before overhead is all the 
produc live departments can be re 
sponsible for, and overhead which 
cannot be directly charged is re 
sponsibility of the controller 

If department heads are charged 
with the production of gross in 
come, this will result in their re 
spective contributions in pre 
determined amounts and after ex 
pense deductions 


to the net op 
erating profit of $312.500 


As owner of Reliable Realty 
Company, you make an analysis 
of your expense 
sider commission allowed as a 
separate item to be deducted from 
gross commissions and 
penses as deductions 
commissions. If the expense ac 
counts are found not to represent 
distributions that are broken down 
so as to be controllable by assion 
ment, make such 


accounts. Con 


other ex 
from net 


breakdowns 
This gives a true chart of accounts 
representative of your operations 

Then determine which of the 
items on the chart of accounts 
can readily be charged as direct 
expenses to a department, and 
which represent overhead or gen 
eral items to be considered further 

The items chargeable as direct 
expenses olfer no problem Over 
head or general expenses present 
a continuing problem, but one 
which can be solved. And in the 
end you'll have no item on your 
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chart of accounts which isn’t as 
signed for control and over which 
some individual is not responsible 

sy making this analysis you 
will have worked out the basis for 
charging general or overhead ex 
pense items to departments, and 
the basis for charging may be en 
tirely different in different cases 

For example, floor layout and 
position of one department, in re 
lation to the area occupied by an 
other department may be an ex 
cellent method for charging rent, 
but this factor wouldn't be correct 
for the cost of a telephone switch 
board or a salary of a switchboard 
operator. 

Likewise the expense of general 
bookkeeping shouldn't be charged 
to a department on the basis of 
the number of phone calls made or 
received, ‘There numerous 
ways in which justifiable charges 
can be constructed, according to 
the type of under 
sideration 

Once you determine who is in 
a position to control the expense 
item, charge it to a department 
whose operation is the specific re 
sponsibility of someone in the 
organization capable of perform 
ing the assignment. Certain ex 
pense items will never be 
sidered part of the department 
charges, and will be ¢ harged to the 
controller or chief accountant. It 
is his responsibility to control 
these items with certain 
miscellaneous income. 

This responsibility is in) addi 
tion to his major task of measur 
ing the performance of all depart 
ments by predetermined stand 
ards. He also issues reports show 
ing the position of each depart 
ment in relation to that standard 

Let's identify some of the opera 
live departments in the average 
real estate office 
mortgage 
property management 
troller’s department 

Keep in mind, too, that it isn’t 
important whether the responsi 
bility for operating one or more 
departments rests on one individ 
ual or several. What is important 
is that there can be no division 
of authority over any one depart 
ment. 

The controller's depar tment can 
be exper ted to have a net deficit 
of $12,000 in) our hypothetical 
case, Therefore the operating pro 
fit produced by the four earning 
departments 
loans, insurance 
management 
overhead 


charge con 


con 


along 
items ol 


These might be 
loans. insurance, 
and 


sales. 


con 


sales. mortgage 
property 
alter chargeable 
must exceed the 


and 
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figure of $312.500 by $12,000, or 
a total of $324,500 

These departments can reason 
ably be charged (in this hypo 
thetical case) with the production 
of operating profit on the follow 
ing basis 


Sales 
Viortgage loans 
Insurance ; . 30%, 
Property management .23% 
Apply these percentages to the 
figure of $324.500 and you find 
that the dollars of operating pro 
fit to be produced by each is: 
Sales ‘ : : .$81.125 
Mortgage Loans 71,390 
Insurance 97,350 
Prop. Mgmt 74,635 
$324,500 
Less controller’s deficit $12,000 
Operating profit to be 
produced before taxes: $312,500 


50 
“I* 


00 
«ses {OQ 


Figuring Net Commissions 

It is now only necessary to 
determine the amount of charge- 
able expense by item, which must 
be spent to produce the operating 
profit. Add these expenses to the 
operating profit required and you 
find net commission required, 

There are different splits of 
gross commission by departments. 
For example, assume the ratio 
here to be 50-50 in sales. In mort 
gage loans the ratio is 80-20 (be 
most mortgage loan com 
missions produced are “house busi 
without commission). In 
surance is 70-30. Property man 
egement is 95-5 

Apply these various commis 
sion percentages to respective net 
commissions required and you 
have figures showing the allow 
able commissions to be paid out. 
and the gross commissions to be 
produced by each department 

Now you can determine the 
Pross business to be done by Cal h 
department by applying the aver 
age obtainable percentage for each 
department 


Cause 


Hess 


By ascertaining these factors in 
and by further break 
ing down the figures into month 
ly sums. your accounting depart 
ment is in a position to show cur 
rent operating results against 
standards. as well as cumulative 
results. 

By applying percentages to ex 
pectancy, measurements are easily 
made possible for operating per 
formance, and steps may be taken 
to remedy situations which would 
contribute to than standard 
performance. 


advance, 


less 
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Model of proposed Town House development shows huge window areas, inclosed patios. 


Private Enterprise Fights Slums 


Big new development leads off long-range rejuvenation program in Chicago. Walled-in patios, 


well-equipped kitchens, floor-to-ceiling windows make this low-cost project high-quality housing. 


N° PART of a city-wide effort to 
eliminate slum and_ blight 
areas through private enterprise, 
a new $800,000 south side Town 
House development is scheduled 
for completion in this 
month. 

This will include construction 
of 64 town and garden units at the 
southeast corner of 48th Street and 
Drexel Boulevard, on the site of 
the old Nelson Morris estate 

Arthur Rubloff & Co.. creators 
of the $200.000.000 “Magnificent 
Mile” on North Michigan Ave 
nue, is working on the project 
through the Community Develop 
ment Corporation 

This development is being eyed 
as a pilot plan for future low cost, 
town house apartments in that 
Its one effective means of 
neighborhood rejuvenation 

Ten buildings are laid out on a 
garden like plan, each building 


Chicago 


area. 
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containing four duplex town 
houses. Every unit has six rooms 

a living room, an outside wall 
ed-in patio, living-kitchen. and a 
bath on the downstairs level. The 
second floor contains a master 
bedroom and two smaller bed 
rooms which can be opened into 
one large room by folding back 
accordian doors. 

Living rooms measure 15 by 20 
feet, living-kitchens 12 feet 6 
inches by 15 feet, walled-in patios, 
15 by 22 feet. The living-kitchen 
opens into a private, walled-in 
patio, which has provisions for 
outside storage. 

Fach unit comes equipped with 
a washing machine, clothes dryer 
and kitchen cabinet. The bath 
room is tiled and the floors 
throughout are asphalt tile. All 
millwork is in mahogany. and an 
electric ventilating fan will be 
built into the bathroom. Storage 
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space is provided through sliding 
door wardrobe type closet An 
other feature is 
dow 


a large glass win 
running from floor to 
ceiling. at both the front and reat 
of the house on both floors 

One of the most unique aspect 
of these units, is the 
patio. Every unit will also have if 
own gas-fired heating system 

The layout of the grounds hav 
been carefully planned to afford 
maximum = privacy and 
ease of living. The will be 
landscaped with shrubs and tree 
A two-foot) sunken playground 
measuring 110 feet by 40. feet, 
will have a pavillion in the center, 
for parents to rest while watching 
their children. All the tenants will 
have access to a parking area 

Jertrand Goldberg Associates, 
architects for this town house de 
velopment, spent one year design 
ing the units, planning the land 


area, 


walled-in 


beauty 


area 
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‘MILLER HOW 


BUILDERS OF HO 





+ 


for a custom service 


George Miller, Detroit realtor-builder, has developed his home-building 


service to such a high degree that he custom-builds on a quantity basis. 


Here's his fifth new office, designed to fit this highly-specialized operation. 


OU HAVE a complete real estate organization 

. and you're developing new subdivisions. What 
kind of office best suits your needs? And where 
should your office be located? 

This study of the George Miller offices in Detroit 
may give you ideas for planning bigger offices or 
remodeling your present location. Miller not only 
planned this building to meet the needs of his cus 
tom building operation and other real estate sery 
ices, he had to put it in a new location to keep it near 
his present area of operation. 

This brings out a principle Miller has followed in 
office location through the 35 years he’s been in busi 
ness: Keep your office near your subdivision develop 
ments. 

He’s moved five times in those 35 years to carry 
out that principle. 

Miller offers a complete real estate service. His 
firm specializes in providing buyers every service in 
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selecting, planning and decorating their homes. Un 
der one roof he offers home buyers help at every 
stage of the building or buying process 

The operation is so thorough that Miller Homes 
builds quality homes in quantity more than 12, 
000 of them in the company’s 35 year history. 

Space was doled out generously in the planning 
of Miller's offices so that all departments have plenty 
of room in which to work ual keep things in order. 
Lobby of the office has plenty of wall space for dis 
playing pictures of typical homes the company builds 
Beneath the pictures along two walls is a counter top 
with storage space beneath for plan books, literature 
and other sales aids. Large tables in the lobby give 
clients ample space for poring over plan books and 
plat maps. 

Striking features are cove lighting to dramatize the 
photograph display, wood paneling, sliding doors on 
cabinets, easily-maintained asphalt tile floors. 
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Brokerage, property management 
and all other departments of Milles 
organization are under one roof — 
including complete building service 
offering color consultation, decorat 
ing advice, home planning. 


Lobby of new Miller Homes build- 
ing gives plenty of room for cus- 
tomers to look at pictures of homes, 
plan books. Pictures are all draw- 
ings, well-framed and well-lighted, 
hinging out quality emphasis. 








Construction department office puts superintendent and cost es 
timator side by side. Big-scale map of whole Detroit area shows 


construction activity, subdivisions, neighborhood growth 











Miller’s own office is arranged to make conferences with custom. 
ers friendly and informal. Room is decorated and furnished with 


taste, doesn’t over-awe prospects. Note paneling, cove lighting. 








How many days has a tenant to make good a default under the 


Landlord and Tenant Act? Does a court of equity have jurisdiction 


to change the character of property or make an exchange contrary 


to the terms of a will? Here are the answers by our legal counselor. 


VV OST leases contain a waiver 
‘E of notice of intention to de 
clare a forfeiture in the event of 
breac h 

Sec. 9 of the Landlord and Ten 


ant Act provides for a 10-day 
notice of forfeiture, which is de 
signed to be used when there is no 
provision in the lease. Under the 
section the tenant may make good 
the default within the 10 days. 

If a lessor, notwithstanding such 
a provision in a lease, elects to pro 
ceed under the Statute, he is 
bound by the terms and interpre 
tation of the Statute, and if the 
tenants offer to make good within 
the 10 days the must ac 
cept 

In the case of Sixveas vs Fogel, 
253 App. 579, the court said: 
“Furthermore, the plaintif did not 
elect to terminate the lease with 
out notice and regain possession 
by virtue of the provisions of the 
lease, Instead he served the notice 
above set forth. Having proceeded 


lessor 
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in this manner he was bound to 
comply with the statute relating 
to landlord and tenant . . . Under 
the statute the defendants had 10 
days after the service of the notice 
in which to pay the rent... The 
tender having been made within 
apt time, the plaintiff was without 
right to oust the defendant.” 


JTF A TESTATOR devises an 
apartment building in trust and 
does not give the trustee power of 
sale, and a condition arises that 
makes it advisable to sell the build 
ing, there is nothing that the trus 
tee can do about it, and a court of 
equity cannot help him out. 

The neighborhood may be on 
the decline, and —— may be 
depreciating, and everybody else 
may be selling, but the trustee's 
hands are tied. 

Or, the trustee may want to 
sell the building at a good price 
and buy another building that is 
a much better investment, and it 
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may be a move that any good 
business man would make, but the 
trustee is held back by the hands 
of the dead. 

This comes under the principle 
that the right of contract shall re 
main inviolable. A man can do as 
he wishes with his property, no 
matter how foolish it may be, and 
this right continues even after 
death. 

It is something lawyers should 
call to the attention of clients in 
drawing wills because that may be 
a situation that the client never 
thought of at all, and may not be 
the way he wants it. 

The same is true if the testator 
ties up the property with contin 
gent remainders or vested remain 
ders subject to open to let in after 
born children, diminishing the in 
terest of each. Like the case of 
Gibbs vs. Andrews, 209 Ill. 510, 
where the testatrix devised 100 
acres of land to her two daughters 
for life with remainder in fee 
simple to the heirs of their bodies 
respectively 

One of the daughters filed a 
partition suit and at the same time 
showed that the acres allotted to 
her and her children could be 
advantageously traded for some 
better, more valuable and promis 
ing acres in the neighborhood. As 
to the partition the court said al 
right, but, as to the trade, the 
court said that, while it had the 
power, this was not a situation that 
called for its exercise. 

A court will exercise that power 
only where it is necessary to pre 
vent a loss of the property. If our 
apartment building was not bring 
ing in enough to pay operating ex 
penses, interest and principal on 
the mortgage, a court of equity 
would authorize it to be sold to 
prevent its loss in forec losure. 

The court said: while a 
court of equity has jurisdiction to 
change the character of property 
or dispose of it for re-investment 
or make an exchange contrary to 
the terms of a will, the court 
should not exercise the power be 
cause the beneficiary will receive 
a greater benefit by reason of a 
proposed change, but only because 
the preservation of the subject 
matter, or some other like neces 
sity, demands interference with 
the will.” 
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Country’s biggest air conditioned 
house meets tenant demand for 
year-round air conditioning with- 


out going overboard on costs. 


NE of the best ways for your 

property managers to step up 
apartment rental is to install an 
air conditioning system. The catch 
has always been cost, but even this 
obstacle is being overcome. 

What can be done is shown by 
The Woodner, a $12 million 
apartment building in Washing 
ton. The biggest air-conditioned 
house in the country. The Wood 
ner kept its 3,000 tenants com 
fort-conditioned during last year’s 
hot and humid summer for $7.33 
per tenant (operating cost). The 
Woodner’s year-round air condi 
tioning system provided cooling 
from May 19 to October 5 (140 
days) for the low average operat 
ing cost of approximately 5c per 
tenant per day. 

The secret of this economy was 
credited largely to the room units 
which are recessed under win 
dows throughout the building 
These simple fan-and-coil unit 
are supplied with centrally chilled 
water in summer. Tenants select 
whatever temperature they want: 
there is no wasteful over-cooling 
or over-heating. In addition, units 
can be turned off when not needed 
without affecting the rest of the 
system. No ductwork is used; 
about 25% fresh air is drawn 
through small ports in outer walls 
directly into the units where it is 
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Keeping 3,000 


Tenants Cool 


il 











TRANE COMPANY 


mixed with room air and dis 
tributed throughout the apart 
ments. All air | 
unit before passing over the heat 
ing or cooling coil. No central 
ventilation system. is 
the building. 

Chilled water from the system 
is supplied by two centrifugal 
compressors with a total refriger 
ating capacity of 1,300 tons, Four 
oil-fired low pressure steam boil 
ers supply hot water to the unit 
during the heating season. The hot 


needed in 
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vant 


filtered in’ the 


water temperature is varied 
cording to outside weather 
ually ranging from 95 to 130 de 
prees }: The same piping carris 
both hot and chilled wate 

The complete, year-round 
Trane air conditioning system wa 
installed at less than twice the cost 
of a conventional heating system 
The initial cost of the entire sy 
tem was $1.1 million, an average 
of about $500 per room, while a 
heating system alone would have 
cost about S600.000 
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SOLE STOCKHOLDER SE 
cures capital gain advantage, sells 
part of stock and redeems the bal 
ance. (Fern R. Zenz, v. Comm., 
CA-6) an interesting decision 
showing ingenious use of existing 
iax regulations. The facts: Tax 
payer, sole owner of a corporation 
which had accumulated large pro 
lits, effected a sale of her entire in 
in the corporation by a 
direct sale of her stock 
to a purchaser and retired the 
balance by redemption. The pro 
fit was treated as capital gain from 
a distribution in liquidation. This 
case calls attention to some skill 
ful interpretation of existing tax 
laws, for example 

1. That capital gain benefits are 
intended to apply when profits 
have accumulated over a period of 
time and therefore should not be 
taxed in one year when received. 

2. That the taxpayer has the 
legal right to decrease the amount 
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of what otherwise would be his 
taxes by means which the law per 
mits, 

3. That the taxpayer’s motive to 
minimize taxes will not establish 
liability if the transaction does not 
do so without it. 

Taxpayer in her return, in 
voked Section 115 (c) of the In 
ternal Revenue Code as being a 
cancellation or redemption by a 
corporation of all the stock of a 
particular stockholder and, there 
fore, was not subject to being 
treated as a distribution of a tax 
able dividend. The commissioner 
used Section 115 (g) of the In 
ternal Revenue Code, assuming 
that the distribution of accumu 
lated earnings by redemption was 
equivalent to paying a_ taxable 
dividend. The final court decision, 
in effect, decided the taxpayer 
should not be penalized for ex 
ercising legal means to secure a 
lax advantage; the conversion of 
profits which accumulated over 
a period of years into a capital 
gain. 


CONTEMPLATING THE 
perpetuity of a business with life 
insurance? Read Revenue Ruling 
54-230. Redemption. of capital 
stock of a deceased stockholder by 
his estate is a partial liquidation, 
where an agreement between the 
corporation and its stockholders 
provides for life insurance to liqui 
date the holdings of a deceased 
stockholder. The amount received 
in excess of the basis by the estate 
upon the surrender of the stock 
will be treated as an exchange or 
sale and the gain or loss will be 
a capital gain or loss. The excess 
insurance proceeds over payments 
of premiums will be a profit to the 
corporation, 

Along the lines of the above re 
venue ruling there is an interest 
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ing recommendation in the Pro 
gress Report First Session of the 
Select Committee On Small Busi 

House Of Representatives 
Kighty-Third Congress, No. 
1610, page 29. Quote: “The com 
mittee feels quite strongly that 
premiums on life insurance main 
tained for the express purpose of 
settling estates of major stockhold 
ers of small firms, thereby often 
preventing the dissolution of these 
companies, should be a deductible 
item.” 


ness 


CONVERTING RESIDENTIAL, 

rental property. Tax savings 
may result when a property has 
been converted for rental purposes 
if factors affecting the tax status 
are observed: 

1. It is considered to have been 
converted when listed or adver 
tised for rent. (Mary L. Robin 
son, 2 TC 305). 

2. After conversion, mainten 
ance is deductible even though full 
rental income has not been 
ceived (C. B. Jones, 22 TC 55). 

3. Once the conversion is made 
to rental property, the fact that 
the owner may live in it one or 
two months of the year merely to 
utilize an otherwise economic 
waste, does not deter its being 
handled rental property, pro 
vided the expenses are prorated to 
show such use. (Rowena S. Bat 
num, 19 TC 401). 

4. The abandonment of residen 
tial property and offering it for 
rent, however, will not constitute 
an appropriation to income-pro 
ducing purposes to bring a_ loss 
from sale into the category of a 
from a “transaction entered 
into for profit.” 

5. A taxpayer may deduct rent 
paid on property vacated under 
lease if he finds it necessary to ac 
cept employment in another lo 
cality and he is unsuccessful in 
renting the vacated property. (Ar 
thur S. Lord 10 TCM 521) 


to 


re 


as 
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DON’T USE TAX MONEY 
withheld from employees to pay 
your business operating expenses 
According to Revenue Ruling 54 
158, this is “willfully failing to 
pay.” 


CAPITAL LOSS CARRY-OVER 
to the estate of a decedent cannot 
be used. A capital loss sustained 
by a decedent during his lifetime 
is deductible only in the return 
filed on his behalf. The decedent 
and the estate are two separate tax 
entities. (Revenue Ruling 54-207.) 
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Your telephone is a mighty important part of your 
business. Your salesmen have got to know how 
much to say, what they should find out, and above 
all, how to prevent killing a sale at the source. 


TELEPHONE is dynamite on 
your desk. It’s the means by 
which most of your prospects first 
contact your office. What kind of 
impression do your employees and 
salesmen give when they answer 
the phone? Are they killing sales 
at the source, or are they taking 
full advantage of the power of the 
telephone? Here are ideas used by 
successful realtors. 
What’s the proper way to an 
swer the phone? Some realtors 
say it’s sufficient to simply an 
nounce the firm name. others re 
quire their girls to add a stand 
ard question, such as, “May I 
help you, please?” or, “Can I be 
of any service to you?” 

Words are important, but the 
vital thing is the spirit in which 
they are uttered. Perhaps you 
should double-check the way your 
office girls are answering — the 
phone. Try dialing your own 
number sometime from an out 
ide phone. Many sales managers 
keep constant tab on salesmen’s 
techniques with this method 

What information should you 
give over the phone? Should you 
give locations of homes for sale? 
John E. Smith of the Smith Realty 
Company in Pawtucket, Rhode Is 
land and Isadore Wasserman of 
North End Realty Company of 
Boston agree that the location of a 
listing should be given over the 
telephone. Wasserman believes 
yiving the address eliminates un 
necessary appointments if — the 
prospect ism t interested in the lo 
cation involved 

John Bo Reuter of Poughkeeps ie. 
New York disagrees Ile says the 
prospect may look at the outside 
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and turn thumbs down without 
ever looking at the interior. The 
O'Connell Realty and Insurance 
Company of Chicago defines it 
policy as depending on the agree 
ment with the owner. 

The amount of information you 
can ask or expect to get from a 
prospect over the telephone de 
pends mainly. of course, on your 
caller’s attitude. G. D. Wright of 
Wright Realty in Des Moines 
Iowa asks for information about 
the price range the prospect. ts 
interested in, and makes it a point 
to find out the amount of cash 
available for a down payment. On 
this basis, Wright feels, the pros 
pect can be shown listings that 
will interest him 

This narrowing process is used 
by O'Connell Realty to determine 
whether the caller is a prospect o1 
a “suspect ” Once that is out of 
the way, O'Connell endeavors to 
find out about the caller’s ability 
to handle similar information 

Reuter says he wants basic im 
formation name, telephone 
number. address, size and type of 
house, location and price range 
He also tries to make a definite ap 
pointment to take the prospect out 
to see listings 

The matter of asking questions 
about a prospect's financial situa 
tion over the phone Is complicated 
and touchy. Walter G. Sherman of 
Trenton Realty Exchange in Tren 
ton, New Jersey ordinarily avoids 
such questions in telephone con 
When nece 
Dian Pquares tite 
down payment 
size of monthly payment 


N. E. Clissold of Baxter 


versations ary. Sher 


ibility to make 


and the lamit on 
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Estate in Detroit solves the prob 
lem by simply not asking ques 
tions about financial matters over 
the telephone. Clissold 
that in phone conversations he 
tries to get the prospect to come 
into the office for a personal talk 

What is the main idea you 
should try to get across to a tele 


stresses 


phone prospect?) Wasserman says 
that he tries to convey the idea of 
honesty and sincerity in getting 
the prospect the kind of home he 
wants. This. or some variation of 
it. seems to be standard practice 
Get the idea of service across and 
stress your readiness to provide 
that service at the caller’s 
veTnence 

Viost realtors 
that they quote prices 
phone if they're asked. Sherman 
that, “In my own opinion 
more sales are lost by curt refusals 
to answer such questions than 
anything lost by a prospect going 
directly to an owner.” 


con 


interviewed said 
over the 


says 


As for prospects who refuse to 
their names, a 
said they answer questions any 
way. But the policy of Coeur 
d'Alene Realty of d'Alene 
Idaho is based on the assump 
tion that a willing 
to give his name is not a good 
Wright operates other 
He says that they give the 
caller the information in hope that 
driving by the listing will prompt 
a further call 

Telephone answering devices 
haven t 
part. OF 
used an answermy 
Several others knew of other real 
lors using them 


vive few realtors 


Coeur 
caller not 


prospee¢ { 
wise 


caught on for the 
realtor 


most 
interviewed only 


one device 








Teckemeyer Tells “How” 


pen TECKEMEYER, a JourNat contributing 
4 editor backed by 25 year’s experience as one of 
the nation’s top salesman-appraisers, tells how to 
evaluate real estate. how to show it and how to close 
the deal. This is all in his new book, “The ‘How’ of 
Selling Real Estate.” 

This book offers you 200 pages of sound sales ad 
vice, based on human nature as well as the “eco 
nomic-facts-of-life.” The author many actual 
experiences to illustrate his points. He tells you how 
to handle last minute objections, how to control any 
and all situations that may arise when your work i: 
selling real estate. And with Teckemeyer such work 
is a labor of love 

The author is also a popular speaker, and in addi 
tion to sales information, he presents an overall view 
of real estate that can help you understand trend 
and recognize opportunities growing in your own 
backyard 

All told, its a delightful and informative book, 
written with friendliness and clarity. Copies sell for 
$4.95. Published by Prentice-Hall Inc.. New York 
City “The ‘How’ of Selling Real Estate.” 
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Our representatives will be glad to call on you 


and discuss your terms 


For satisfactory arrangements, utmost dependabil- 


ity and outstanding security — 


WRITE or CALL COLLECT, H. J. DALDIN, 

REAL ESTATE DEPARTMENT, 3500 BOOK 

TOWER BUILDING, DETROIT 26, MICHIGAN 
‘PHONE WOodward 2-5400 
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Product Progress 


(Continued from page 12) 


let made available at no cost by Kimble Glass Com 
pany. Toledo, Ohio. The booklet emphasizes func 
tional as well as decorative values of glass block in 
various home applications. Many photographs show 
actual installations of glass block in living and dining 
rooms, kitchens, basements and other sections of the 
home 

11-4 
For Kitchen Convenience 


Styled as a piece of fine furniture, this compact but 
complete kitchen is now introduced as the Dwyer 
100” by Dwyer Products 
Corporation of Michigan 
City, Indiana. Closed. the 
unit is a smartly styled 
cabinet in rich mahogany 
color or in blonde modern. 
The top lifts to reveal cook 
ing burners. work area 
and deep-bowl sink built 
into a crevice-free counter 
of white vitreous porce 
lain. Below are a modern 
refrigerator and a storage cupboard with push 
button doors. A single lock secures both doors and 
top against intrusion. The Dwyer “400” measures 
#8 by 22 inches . with sink and burners as shown 
or with burners and plain counter top. 
11-5 

The “New Era” 


Florida Builders, Inc., of St. Petersburg consider 
the “New Era” two-bedroom home their most ad 
vanced model. Designed by Florida Builders’ own 
architectural section, this home sells for approxi 
mately $8,600, including lot and kitchen equipment. 
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Some of the many features include modern architec 
ture, proper ventilation, insulation, adequate storage 
space, screened-in porch, large carport, dining room, 
colorful bathroom accessible from all parts of the 
house, step-saving kitchen with window over sink 
and stain resistant floor, plenty of built-in cabinets, 
asphalt tile floors and tile window sills 


The Unit Biltmor No. 68 

This new Unit “Biltmor’” Model No. 68 designed 
by Edmond J. Schrang, consulting architect for Unit 
Structures, Inc., Peshtigo, Wisconsin embodies the 
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BUSINESS CARDS $2.95 
TWO-COLORS 
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most desirable features of the Unit line. Styled and 
planned to meet the demand for a three bedroom 
home with more storage and a bath and a half, it has 
237 square feet of living room plus the dinette and 
kitchen; four spacious four foot closets with sliding 
doors. The snack bar between the kitchen and dinette 
is an added feature. Overall dimensions for this 
model are 26 by 42 feet with 1,092 square feet, plus 
a full basement. Reversible plans and five alternate 
front elevations make this model adaptable to any 
home site. the manufacturer claims. 


Packaged Unit Furnace 11-7 


A new horizontal gas-fired furnace that is deliver 
ed completely assembled with all controls except the 
thermostat mounted, has been announced by Lron 
Fireman Manufacturing Company, Cleveland, Flue 
outlets on both sides of the heavy-gauge cabinet 
makes it possible to attach flue and draft diverter 
and burner and control assembly connections to 
either side. The blower is of the double inlet. multi 
blade centrifugal type and the burner is especially 
engineered for use with these furnaces to obtain com 
bustion efficiency with any type of gas 


11-8 


Just Push A Button 


A new electric garage door operator, manufa 
tured by The Alliance Manufacturing Company of 
Alliance, Ohio opens and closes overhead type ga 
rage doors by merely pushing a button on the dé ai 
of your car. The Alhance Lift-A-Dor locks and un 
locks and turns the lights on or off automatically 
A radio impulse transmitter installed under the hood 
of any automobile is tuned to the receiver which is 
installed inside the garage. This activates 
a motor mechanism to raise o1 door in 
stantly 


receive! 
lower the 
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Examine FREE! <a 


The “HOW” 


of Selling |PPo eax 
REAL } =sTAze 


ESTATE 


} by Earl Teckemeyer 








—_—— 


Increase Your Earnings by Using the 
Greatest Real Estate Sales Ideas Ever 
Developed —_ have never seen a salesmanship 


wok like this before! It is Earl 
Deckemeyer personal story of the techniques 
sud methods he has used to become one of the 
leading veal estate salesmen in America today 
Because selling real estate is different from 
elling any other product or service on earth. the 
methods Teckemeyer gives you are diflerent from 
those you will find in the ordinary salesmanship 
hook. They are tested, down-to-earth, and spe- 
cihve techniques you can use at once to in 
crease the number of deals you close profitably 
In this fact-packed book, you will find hundreds 
of practical ideas on finding property. appraising 
vetting listings with built-in ale finding pro 
pects. showing property, handling objection 
closing sales 


TECKEMEYER’S SECRETS OF 
SUCCESSFUL REAL ESTATE SELLING 


In more than 25 years of selling houses. lots 
screage and business property, Earl Teckemeyer 
ha won a reputation as being one of the best 
vo-wetters in the business You'll be surprised 
when you see how Teck knocks down a lot of 
acred cows with his unique selling methods. This 
hook shows you the inside angles, special form 
and check-lists, analysis of prospect and client 
types, and other business-eetting ideas that Teck 
uses with such great success. They will work for 
you, too! Here you will find not just a mere list 
of do's and dont's not a theoretical disserta 
tion but bread-and-butter IDEAS what 
to do and how to do it what to say and how 
to say it! Por example 

eHow to find a ready-made list of prospects 
Getting listings with ‘built-in’ sales 
eHow to save money on advertising 

*The t.sten way to sell 

*Appraising secrets that lead to sales 
eWhat to show in house construction 

eHow to find out about a prospect's finances 


eHow to make money with a real estate service 
station 

eHow to use measurements and photographs 

eHow to handle questions about price 

*Viave to te'l real from fancied objections 

*inding out what buyers really want to know 

eHow to holster a timid thinker 

eFrank talk about prejudice 

Finding and showing the un-obvious good 
eoints of property 

eThe power of ‘‘fingertip’’ information 


WHAT OTHERS SAY — 

The business of how to list, sho ell and close a 
real estate deal takes a lifetime of learnine. Why 
learn the hard way. where here are recorded the 
expenences of a proven expert in the field 

H. Bemis Lawrence, Secretaru-Counselor 
Kentucky State Real Estate Commission 


Covers the problems you face every day 
leckemeyer wives solid answers that work 
hd Mendenhall, Mendenhall. Moore 
High Point, NA 


Comes a lone way in filling the gap in handling 
ert estate problems between the telephone call 
sod the chee 
Morris W. Turner, M, W. Turner Co 
Tulsa, Oklahoma 
10-DAY FREE TRIAL — Send no money now! Just 
mail the coupon below for a Free Examination 
copy of THI HOW" OF SELLING REAL FS 
TATE. Return it in 10 days if you're not com 
pletely satished 


_——=—=" MAIL COUPON TODAY ~~~; 
Prentice-Hall, Inc., Dept. M-NRJ-1154 | 
Englewood Cliffs, N.J. | 


Please send me a copy of THI HOW" OF | 
SELLING REAL ESTATE, by Earl Tecke- 
mever for 10 days’ Free Examination, Within | 
10 days T will either remit $4.95 plus postage 

or return the book and owe nothing 


Name 

Ndllve 

ty Zone State 
SAVE! Send $4.95 with this coupon and we 


pay postage Same return privilege, refund guar 
atiteedt 








Tougher competition emphasized in our lead article this issue is 


bringing about a refreshing change in the housing industry. Real 
tors, builders. and lenders are drawing closer together. In Kansas 
City. Missouri, for example. Home Federal Savings and Loan holds 
informal meetings with realtors and builders. Chief aim is to fur 
ther Home Federal’s‘felations, but the biggest benefit is in uniting 
the three groups to share ideas, solve common problems, team up 
for more effective merchandising. 


Experienced real estate executives have much sales and manage- 


ment know-how to offer contractors hard-pressed by the newly 
arrived buyers’ market in housing. Recognizing this opportunity. 
Chicago Realtor M. Edward Smith has launched a new realty sery 
ice specializing in assembling and developing land for Chicago area 
home builders. The former sales director of Manilow Construction 
Company will draw on his 20 years of handling large-scale land 
development. 


How can your new salesmen gain — in a short time — all the back- 


ground information in housing they'll need? One effective way 
may be to have them study Standard & Poor’s basic analysis of the 
housing industry, just published last month. It hits the highpoints 
of housing history, explaining such things as role of government 
in housing and factors affecting demand, well-documented with 
tables and graphs. 


Biggest factor in housing demand is family formation. The rate will 


fall off during the next five years or so, says the Standard & Poor 
report. But this will be offset partially by the increasing number of 
households established by single men and women plus the loss of 
older dwelling units throueh demolition and fire Other growing 
influences in the home building outlook include: 1) shift of popu 
lation to suburbs; 2) wider distribution of incomes; 3) undoubling 
of family units, with older families now able to have separate 
homes; 4) increasing size of families; 5) likelihood that building 
will become an avenue for “pump priming” the economy in the 
event of a downturn in general business. 


When you're ready to take the rehabilitation bull by the horns in 


your city, you may wish to have a copy of “Housing Rehabilitation 
~~ An Administrative Guide for Community Action.” Published 
by Massachusetts state health and welfare agencies in conjunction 
with the Housing Association of Metropolitan Boston, it’s written 
in a how-to-do-it vein for health officials but is of benefit to all con 
cerned with clearing slums. We'll be happy to forward requests 
for copies 


While industry leaders are attending the NAREB convention in 


Cleveland, 100 prefabricated home manufacturers will be congre 
gating in Elmira, New York for their fall meeting. HHFA’s Al Cole 
is scheduled at both conventions. Emphasis at the PHMI meeting 
will be on uuproving prefab design, stepping up sales efforts. re 
ducing cost of on-site mechanical work, plus general how-to do-it 
sessions. National Homes Corporation is host. 
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for the 


Southern Budget Market |'<f- |} ~ “ - 


‘ 


® RIGHT SIZE—RIGHT PRICE = Vinee 


This is model 360—a special design planned to meet the / : 
growing demand in the South for economy 3-bedroom , 
homes in the $8,000-$9,000 price bracket. By stripping ° 3 0 ae oar 
these models of non-essential but expensive frills, Thyer : : 
designers have provided maximum floor area, clean, mod- 
ern appearance and maximum living convenience without 
sacrificing quality. 














You will find this budget series is easy to sell—profitable L 
to build and a good investment for buyer or mortgagee, FLOOR PLAN 360—912 square feet including storage. Six 


attractive elevations available for variation in project build 


FINANCING—5% DOWN ing (including one for narrow lot). Several attractive color 


combinations to choose from. Optional kitchen layout for 
Model 360 has FHA and VA acceptance. Under revised floor plan variation. 
FHA rules, this means this home could be purchased for 
as little as $400.00 down. Construction money is also 
available on particularly attractive terms to qualified 
Southern builders—ask your local Thyer representative or 
write for details. 


5 


LOOK AT THESE QUALITY SALES FEATURES HOMES BY 


Plenty of living area and dining “L” is convenient to kitchen. s x ~ 

Outside storage room is handy for laundry or garden tool Bs | ‘f all -s 
storage. Birch doors throughout and aluminum windows, a st 
screens and screen doors are quality items not usually found vat Sin 

in a house of this low price. Exterior is handsome cedar THE THYER MANUFACTURING CORP. 


shakes available in several colors. Linen closet and guest 2850 Wayne Street 515 E. Yazoo Street, Dept. | 
an ‘ . 7 Toledo, Ohio Jackson, Mississippi 
closet are special convenience features. 





